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Lester Schriver 
Gets J. N. Russell 
Memorial Award 


Presentation Is Feature 
Of Final Public Session 
At NALU Convention 


The John Newton Russell memorial 
award for service to the institution of 
life insurance “above and beyond the 
call of duty” was presented to Man- 
aging Director Lester O. Schriver of 
National Assn. of Life Underwriters 
at the final public session of NALU’s 
annual convention held last week in 
Dallas. 

Former NALU President Robert O. 
Walker, Peninsular Life, Orlando, Fla., 
made the presentation as chairman of 
the award committee. The ceremony 
took place at the “fellowship brunch” 
and was kept secret until that time. 

The award is given annually by 
John H. Russell of Los Angeles in 
memory of his father, who for many 
years was a general agent for Pacific 
Mutual Life. It consists of a gold 
watch, a plaque, and the addition of 
the recipient’s name to the list of past 
years’ winners attached to the larger 
plaque on display at NALU headquar- 
ters at Washington. 


Former NALU President 





Mr. Schriver is a past president of 
NALU. He became managing director 
Oct. 1, 1953. As managing director he 
has made numerous talks before local 
and state associations and other or- 
ganizations on behalf of NALU. He is 
widely known as a speaker and as a 
writer for Life Association News, offi- 
cial publication of NALU. 

Mr. Schriver is a former member of 
the Connecticut legislature and form- 
er city manager of Peoria, IIl., where 
for many years he was general agent 
for Aetna Life. Before that he was 
+ eetpeuneem of agencies for Aetna 

ife. 

An authority on Abraham Lincoln, 
and a collector of Lincolniana, Mr. 
Schriver has written numerous books, 


(CONTINUED ON PAGE 25) 


N. Y. DEPARTMENT'S POSITION: 





Study Of Agents’ Earnings By LIAMA 
Would Get Top Credibility Rating 


By ROBERT B. MITCHELL 


NEW YORK—If National Assn. of 

Life Underwriters goes ahead with a 
professionally conducted study of 
agents’ earnings as a basis for seeking 
a liberalization of New York’s commis- 
sion limitations, a study by LIAMA 
would be given just as much weight 
and credence as one conducted by any 
outside research organization. 
" This answer, given by Assistant Su- 
perintendent Julius Sackman, for many 
years chief of the life bureau, in 
response to a query from THE Na- 
TIONAL UNDERWRITER, may well have 
an important bearing on whether 
NALU decides to go ahead with this 
research project, toward which it ap- 
propriated $1,000 at the annual meet- 
ing in Dallas last week, after the mat- 
ter had been presented to the board 
of trustees by the compensation com- 
mittee. 

Some at the compensation commit- 
tee meeting felt that some research 
organization entirely outside the life 
insurance business should be_ re- 
tained for the study. This was on the 
theory that the New York department 
might regard the results as biased, be- 
cause of LIAMA’s being a part of the 
business. 

Findings of LIAMA would not b2 





Travis T. Wallace To 
Keynote Health Assn. 
Forum For Executives 


Travis T. Wallace, president of 
Great American Reserve of Dallas and 
president of Health Insurance Assn., 
has been scheduled to deliver the 
keynote address at the association’s 
annual individual insurance forum for 
company executives at Chicago, Oct. 
27-29. 

Mr. Wallace will be introduced by 
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discounted by the department on the 
ground of bias, Mr. Sackman said. 

“We’ve taken LIAMA’s statistics in 
the past and used them as a basis for 
judgments,” he said. “They certainly 
wouldn’t be regarded as prejudiced.” 

Since the department has no in- 
clination to discount LIAMA findings 
as biased, but would regard them as 
being on a par with those of any oth- 
er research organization, the investi- 
gation should be considerably less cost- 
ly to finance—a consideration that 
NALU is quite mindful of. 

Discussion at the meeting of the 
compensation committee, headed by 
Benjamin D. Salinger, general agent 
of Mutual Benefit Life at New York, 
brought out that it would cost prob- 





Reargue Travelers Health 
Case vs FTC At Kansas City 


The U. S. court of appeals for the 
eighth circuit, sitting in Kansas City, 
heard rearguments in the case of 
Travelers Health vs Federal Trade 
Commission. The court now has the 
case under submission. 

It was originally planned to hear 
the reargument in St. Louis, but the 
case went to Kansas City because the 
new air conditioning facilities in the 
courthouse in St. Louis were not com- 
pleted. 

Fraizer & Fraizer of Omaha, counsel 
for Travelers Health, argued that the 
FTC has no jurisdiction in view of 
the Supreme Court decision of June 
30 and the federal court decisions in 
the National Casualty and American 
Hospital & Life cases. 





Earle B. Tilton, director of underwrit- 
ing of personal lines of Nationwide 
Life and committee chairman, who will 
convene the meeting. 

In addition to workshop sessions, 
which are designed to enable smaller 
groups to discuss areas of mutual 
interest in the administration and 
experience of individual family poli- 
cies, the forum this year will feature 
three panel sessions during the morn- 
ing of each meeting. Topics to be 
discussed by the panelists include 
underwriting, medical impairment 
and communications. 

The program for the forum was 
developed by the 1958 individual insur- 
ance forum subcommittee headed by 
Peter J. Burns, executive assistant of 
New York Life. Other members of the 
group which is part of the association’s 
larger individual insurance committee 
are Allan K. Archer, secretary of A&H 
of Great-West Life; Rodney U. Clark, 
superintendent of A&H underwriting 
of Paul Revere Life, Francis W. Evans, 
director of A&S underwriting of Pru- 
dential; Harry L. Graham, secretary 
of A&S of Bankers Life of Iowa; 
Robert E. Ryan, superintendent of the 
A&H department of Royal-Globe, and 
Paul Schneider, staff assistant of Mu- 
tual Benefit H.&A. 


ably $7,500 and quite likely more than 
that to finance a professionally con- 
ducted survey that could be expected 
to carry weight with the New York 
department and the legislature. 
LIAMA Has Close Contact 


Mr. Sackman said that while the 
questionnaire survey made by the 
New York State Assn. of Life Under- 
writers about five years ago, prior to 
the latest section 213 revisions, was 
not’ sufficiently comprehensive, a 
study by LIAMA would be regarded 
as every bit the equal of a study by 
any organization outside the insurance 
business—possibly superior, because 
of its intimate knowledge of the life 
insurance business. 

Mr. Sackman was not at all in- 
clined to discount the believability 
of information obtained through a 
professionally conducted investigation 
made among substantial, career-type 
life insurance agents. Their income 
and expense records, both current and 
say, 10 years ago, should furnish a 
reliable guide to their comparative 
earnings, he said. And, of course, 
they would be entitled to expect to 
earn more money now than 10 years 
ago if their skill and ability had in- 
creased. Merely holding even in terms 

(CONTINUED ON PAGE 24) 


Grand Jury Advises | 
End Of Blue Cross 
Hospital Discounts 


ORANGEBURG, S. C.—An Orange- 
burg county grand jury investigating 
complaints about rapidly increasing 
charges of the Orangeburg regional 
hospital has released its report which 
recommends that the regional hos- 
pital stop granting discounts on all 
bills paid by Blue Cross on behalf of 
plan subscribers. The grand jury 
called for legislative action if the 
practice is not halted. 

The report stated that the grand 
jury’s hospital committee had checked 
the regional hospital’s charges against 
similar charges of other hospitals and 
found them “generally in line.” 

The report, however, added, “Your 
committee was surprised to learn that 
the Blue Cross receives a discount on 
all bills paid by them. Of course any 
discount given Blue Cross has to be 
made up by other patients and we 
recommend that this practice be dis- 
continued. 

“We were informed that all hospitals 
with Blue Cross contracts give that 
organization a discount,” the report 
continued. “If the practice cannot be 
stopped on account of custom, we urge 
our legislative delegation to enact 
such legislation as will prohibit any 
hospital from giving a discount to 
Blue Cross or to any other insurance 
organization.” 
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Sell Selling Career, Not Management 
Opportunities, Raymond Johnson Urges 


Don’t recruit agents with promises 
of a career in management that has 
scant chance of 
being realized, 
Raymond C. John- 
son, New York 
Life’s vice-presi- 
dent in charge of 
agency affairs, 
warned in his talk 
at the southwest 
area management 
conference in Dal- 
las. Pointing out 
that last year 
New York Life 
appointed 40 
hew agents for each new field man- 
agement man, Mr. Johnson said: “If 
each new agent when recruited had 
been promised a managment job there 
would be 39 disappointed and disillu- 
sioned agents.” 

Following is an abridged version of 
Mr. Johnson’s talk: 





Raymond C. Johnson 


Let’s listen in for a few minutes on 
a recruiting interview which might 
have taken place yesterday afternoon 
in almost any agency in America. 

Manager: George, tell me a little 
more about your background and ac- 
tivities since you left State Univer- 
sity. 

George: Well, sir, you know I ma- 
jored in marketing and management 
in the business school. Then I went 
to work as a trainee for one of the 
big meat packers but I wasn’t getting 
ahead fast enough to suit me. That’s 
why I’m here talking to you today. 

Manager: George, you came to just 
the right place. We’re looking for men 
who want to get ahead. You have a 
wonderful background for sales work 
and particularly for life insurance 
selling. Your score on the Aptitude 
Index was one of the highest we’ve 
ever had. 

George: Frankly, Mr. Manager, I’m 
not interested in sales work, particu- 
larly life insurance sales. I didn’t 


spend four years in college to end up 
as a salesman pounding the pave- 
ments for the rest of my life. As a 
college graduate I’m not interested in 
ringing doorbells. I know there is 
money in selling but I’m strictly in- 
terested in management. 


Like Boot Training 


Manager: I can appreciate your 
position, George, but don’t forget that 
a man must start at the bottom if he 
ever expects to get to the top. A few 
months in the field is like “boot 
training”—it will toughen you up for 
management opportunity later on. You 
will be a stronger man for this ex- 
perience. You can go home and tell 
that lovely new bride of yours not to 
worry; it will all be over before you 
know it. Why did you know that even 
Executive Vice-president Zilch carried 


a rate book for a time? We have many 
men with our company who make a 
good living selling life insurance. So, 
you see it won’t be too bad after all. 
You can do it for a few months, if 
you’ve got the guts and want to 
enough. And I’m confident it will 
pave the road to a management job! 
This imaginary interview, while un- 
doubtedly exaggerated, does point up 
a problem that is undeniably existent 
in our business today. Too many new 
men are being recruited today largely 
with the promise of management jobs 
in the future. Too many established 
agents are being proselyted from one 
company to another with the promise 
of “an opportunity in management,” 
for which the agents in question are 
totally unequipped and the opportuni- 
ty is practically non-existent. 
(CONTINUED ON PAGE 28) 





Institute Ad Series To Explain 
Role Of Insurance In Family 


The primary objective of this year’s 
advertising campaign of Institute of 
Life Insurance is, according to Holgar 
J. Johnson, president, the role of life 
insurance in family life. The campaign 
will appear in 570 newspapers begin- 
ning in October. 

In addition, the institute will, for 
the first time, use national magazine 
advertising on a sustained basis as a 
supplement to its other public infor- 
mation and activities. 

Mr. Johnson said, “The _ institute 
also stands ready to adapt its adver- 
tising program whenever necessary to 
alerting the nation to the continuing 
dangers of inflation. The life insurance 
business has provided leadership in 
this fight ever since the founding of 
the institute, and there is a continuing 
determination in the industry to do 
everything in its power to help prevent 
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NEW TRUSTEES elected by board of American College at its annual meeting 
in Dallas include (left to right): Earl R. 


Trangmar, 3rd vice-president of Metro- 


politan Life and long active in American College affairs; Robert L. Woods,1st 
vice-president of American Society of CLU and general agent in Los Angeles for 
Massachusetts Mutual, and Benjamin N. Woodson, president of American Gen- 
eral Life. Other trustees elected at meeting are, Richard N. Lewis, president of 
LUTC and vice-president of Great National Life, and Frank B. Maher, president 
of LIAMA and vice-president of John Hancock. 


further inflation from sapping the 
purchasing power and savings of the 
American people.” 

The campaign covering the part 
played in family life by life insurance 
is scheduled to appear in the largest 
number of newspapers ever used by 
the institute. The list includes 570 
newspapers with an average circula- 
tion of over 50 million readers. Every 
state including Alaska, as well as 
Hawaii, will be represented on this 
list. A maximum of 15 insertions per 
newspaper is scheduled between Octo- 
ber and next May. 

The newspaper advertisements fea- 
ture illustrations of family scenes with 
texts that praise life insurance owners 
as “good providers” and suggests that 
they take the initiative in determining 
whether their families are adequately 
protected. 

The institute’s magazine campaign 
is designed to provide the readers of 
Time magazine, Newsweek and U. S. 
News & World Report with a number 
of basic facts about the operation of 
the life business. Among the topics to 
be covered will be the investment 
practices of the business, its diversi- 
fication and_ size, the competitive 
aspects of the business, both within 
the industry and in relation to other 
savings institutions, and the ownership 
of life insurance in relation to income, 
place of residence, occupation and age. 

These messages, presented in edi- 
torial style are scheduled to appear 13 
times between October and May. The 
combined circulation of the three 
publications is over 4 million. While 
the institute has used these magazines 
intermittently in previous years for 
statements of policy, this is the first 
time the magazines will receive a 
continuing campaign. 

The newspaper and magazine ad- 
vertising program will, as usual, be 
supplemented by a variety of promo- 
tional materials, including reprints of 
the advertisements, posters and prem- 
ium stuffers. 
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Annual Meeting Of 
International Clain 















tional Claim Assn. at French Li 
Ind., Sept. 21-24. 

The business sessions, under 4 
chairmanship of William J. McBy 
ney, executive general Manager ; 
Prudential, will open Monday mo 
ing with an address by George 
Lane Jr., assistant vice-president 
Metropolitan and president of the 
sociation. Commissioner Alden 
Palmer of Indiana will be the seg 
speaker. 

After the commissioner, associatj 
delegates will hear a talk, “The 
formed Citizen,” by Joseph N. Wel: 
member of the Boston law firm 
Hale & Dorr and former chief coun 
for the army during the army-Mc(Cz 
thy hearings in Washington, D. C. 
final speaker of the day will be p; 
Louis McDonald Orr, president-el 
of American Medical Assn., who w 
discuss “No Claims on the Medica 
Profession.” 

The Tuesday meeting will be d 
voted to seminars. A personal Agj 
seminar will be headed by Elmer} 
Rasmussen, manager of the A 
claims department of Continental Cag 
ualty. Edmund W. Sours, assistant se 
retary of Aetna Life, will direct ty 
group seminar, and John E. Patter: 
son, chairman of the disability ben 
fits committee of New York Life, wi 
be in the chair during the life seminz 

The Wednesday meeting will fir 
hear from Cecil J. North, executiy 
vice-president of Metropolitan Life, ij 
a speech entitled “As I See It.” Th 
final speaker on the program will }: 
Edwin J. Faulkner, president of Wood; 
men Accident & Life and chairman 
elect of Health Insurance Council, wh 
will discuss contemporary problems oj 
financing health care. 


Diners’ Club To Offer 
Members Travel Pla 


Diners’ Club will offer its more tha 
700,000 members a comprehensive «- 
cident and personal injury polit 
specially designed for travelers. 

Beneficial Standard group will fur 
nish the coverage which will be issu 
exclusively for club members. ” 
bers can add the premium to thel 
regular monthly bill. 

The low price policy pays, beside 
double indemnity benefits while travel 
ing, full benefits near home. It why 
protect Diners’ Club members as pas 
sengers on commercial airlines includ 
ing non-scheduled flights, cars, buses 
railways, ships, private yachts, and 
while walking or driving. 


Lincoln National To 
Pay Extra Dividend 


An extra cash dividend of 40 cen 
per share has been declared by Lin 
coln National Life and will be pal 
concurrently with the next regu 
quarterly dividend of 40 cents du 
Nov. 1 to stockholders of record Oct. 10 
President W. O. Menge said the extra 
does not indicate any change in thé 
regular dividend policy of Lincoll 
National. 
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Contains Many Sales Features: 


1, D.C. 
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Coverage begins on policy date — no waiting period. 
Available with or without $50 deductible. 


Issued to adults ages 18 to 85. 

Send today for free booklet 
describing State Mutual’s 
Children eligible for family coverage from 2 weeks to 18 years. New Hospital Insurance Plan 
in detail. 


Insured wife becomes policyholder upon death of husband. 


Newborn children automatically covered at 2 weeks of age to 
end of then current premium period at no additional cost. Ad- 
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Photo Highlights Of NALU Meet}, 


Four newly elected trustees of NALU snapped at the “fellowship brunch” 
on the last day of the association’s convention at Dallas. From left, Paul R. 
Green, Aetna Life, Seattle; Robert S. Clayton, Liberty National, Mobile, Ala.; 
Robert W. Frye, Northwestern Mutual, Denver, and John Z. Schneider, Con- 


necticut General, Baltimore. 


Two honored veterans at the “fel- 
lowship brunch” that concluded the 
NALU meeting in Dallas: Lester O. 
Schriver, left, managing director of 
NALU and past president, who re- 
ceived the John Newton Russell me- 
morial award at the brunch, and O. 
Sam Cummings, Dallas, Kansas City 
Life’s Texas state agent, a former re- 
cipient of the Russell award, whose 
entrance was the signal for a standing 
ovation. 


Albert C. Adams, left, retiring pres- 
ident of NALU, receives from his pred- 
ecessor in office, A. Jack Nussbaum, 
Massachusetts Mutual, Milwaukee, on 
behalf of the board of trustees a gold 
cigarette box inscribed with signatures 
of each member of the board. 


The wives of the 
retiring and_ in- 
coming presidents 
received not only. 
the traditiona! 
bouquets but also 
Manaloa leis, made 
of Vanda orchids, 
which former trus- 
tee Q. L. Ching, 
center, Prudential, 
Honolulu, had 
flown in for the 
occasion and pre- 
sented to Mrs. Al- 
bert Adams (left), 
wife of the outgo- 
ing NALU chief, 
and Mrs. Oren D. 
Pritchard, right, 
wife of the new president. 


Leaving Statler-Hilton hotel for the airport, following NALU conventia, 
at Dallas: from left, David Blumberg, Massachusetts Mutual, Knoxville, Ter 
NALU trustee; Louis J. Grayson, Travelers, Washington, D. C., newly el 


NALU treasurer, and Taylor Bigbie, NALU counsel. 


Mr. and Mrs. Howard J. Burridge 
departing from the NALU Dallas con- 
vention. Mr. Burridge is president of 
the National Underwriter Co. and has 
attended NALU meetings for many 
years. 


Three who we 
elected trustees 
NALJU, at the 
lowship _ bruntii 
that wound up# 
proceedings at Bq 
NALU meeting ! 
Dallas: from 
R. E. Wood, Ph 
nix Mutual, § 
Francisco; Edw 
M. Hicklin, O¢¢ 
dental. _.of 
Carolina, Burlay 
ton, N. C., and iW Abas 


Three of NALU’s new officers, photographed at the “fellowship brunch” the Iker, Holly 
final day of the convention at Dallas: from left, William S. Hendley Jr., Mu- pathy > aa 
tual of New York, Columbia, S. C., vice-president; William E. North, New ' wood, Fla. 
York Life, Evanston, Ill., secretary, and Louis J. Grayson, Travelers, Wash- ted). 
ington, D. C., treasurer. 
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EFICULTIES, TOO 
ry Gives Credit For 
on-Smoking In Some 
ases Of Impairment 


Valentine Howell, executive vice- 
ssident of Prudential, writes: 

I was interested in your editorial on 
he possibilities of a rate differential 
or non-smokers, 
n the Sept. 6 issue 
bf THE NATIONAL 
'INDERWRITER. 

I, for one, have 
been giving con- 
sideration to the 
possibilities 
bf preferen- 
ial treatment for 
ome time and, 
in point of fact, we 
ave made a very 
mall step in that 
direction by using 
hat appears to be reliable informa- 
ion that the applicant does not smoke 
igarettes as a credit to offset some 
febits, such as slight overweight or 
very slightly elevated blood pressure, 
n an application for a preferred risk 
polic 

Pyou will appreciate that substantial 
preferential treatment would accen- 
uate the difficulty of obtaining the 
prrect information as to the appli- 
rant’s smoking habits. The problem is 
very similar to allowing credit for to- 
lal abstinence from all spirituous liq- 
lors. 
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The English experience indicates 
hat abstainers have a lower rate of 
ortality than non-abstainers, wheth- 
er due to the liquor itself or to the 
differing character of the individuals 
“in each category. However, as you 
know, in the United States, while we 
occasionally issue substandard policies 
in excessive users of alcohol, we find 
nformation on this point to be ex- 
eedingly difficult to verify. Having 
onceded this difficulty so far as non- 
mokers are concerned, I have also 
bund that our agency home office 
en are very reluctant to see ques- 
Dns on smoking habits incorporated 
the application papers. 

pOne further thought that is also 
fesent in the rapidly increasing prac- 
e of allowing preferential rates to 
bmen: The fact that putting women 
non-smokers in a preferred class 
turally increases the mortality of 
P major group of policyholders. Us- 
Mg the Prudential’s relative propor- 
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tion of male and female lives, we 
found that this addition to the male 
mortality had an appreciable effect on 
policy dividends. So far as I know, 
this angle of the question has not 
been discussed in any of the actuarial 
meetings, obvious though it is. I won- 
der if the companies now giving pref- 
erential treatment to women are pre- 
paring to allow for this in computing 
net costs of insurance on male lives. 
7B * * 

(The Columbus (O.) Academy of 
Medicine has requested -permission to 
reprint THE NATIONAL UNDERWRITER 
editorial on rate differentials for non- 
smokers in the academy Bulletin. 

The Chicago Tribune in its Monday 
insurance column reported as news 
THE NATIONAL UNDERWRITER sugges- 
tion to give non-smokers life insur- 
ance rate consideration.) 


Franklin Lite Sales Move Upward 

Franklin Life reported paid sales 
for the three months ending August 
31 were over $206 million, up 29% 
over the same period last year. The 
company’s insurance in force recently 
passed the $3 billion mark, up $1 bil- 
lion in the past 2% years. 
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Price-Cutting Insurers May Find Only 
Government Can Afford The Business 


If life companies continue to reduce 
premiums—frequently at the expense 
of agents’ commissions—they may 
some day discover that “the govern- 
ment is the only organization that can 
afford to be in the life insurance 
business.” This warning was made by 
Robert E. Murphy, president of Cali- 
fornia-Western States Life, in his 
discussion of management responsi- 
bilities to the public, the industry, and 
the man in the field at the Southwest 
Management Conference in Dallas. 

It is vitally important that top 
management’s dealings with the agen- 
cy field force be characterized by 
stability, Mr. Murphy declared. It is 
a mistake for management to allow 
a top producer to persuade it to issue 
a new type of contract which fre- 
quently is damaging in the long run 
to the policyholder and a producer as 
well as the company. Because manage- 
ment realizes that many good ideas 


and advances made by. the business 
have originated in the field, it is 
sometimes likely to take as gospel 
every suggestion from that source. He 
said he opposed the clamor by agents 
for low cost policies, which, he said, 
has “spooked management into the 
dreary treadmill of price cutting.” He 
said that in the life insurance business, 
price cutting is a “cheap, almost 
suicidal substitute for honest to good- 
ness sales promotion,” and he said he 
feared that any attempts by manage- 
ment to substitute supermarket meth- 
ods for salesmanship can only result 
in “anemic coverages for the policy- 
owner and an anemic income for the 
agent.” 

The best way to serve the public 
interest, Mr. Murphy declared, is by 
building strong salesmen. This is a 
responsibility that can be discharged 
only by providing the agent with 
effective and continual training. Only 

(CONTINUED ON PAGE 22) 

















































A New Approach 


To Program-Selling 














he sells them. 





The 












Lincoln National’s Family Security 
Forecaster brings a new approach to 
program-selling. What’s more, 
signed as a one-interview programming 
sale, it saves time. With it, the agent 


programs only the cases he sells, after 


Lincoln National’s new Family 
Security Forecaster is another reason 
for our proud claim that LNL is geared 
to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 






de- 
















Fort Wayne, Indiana 
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FieNATIONAL UNDERWRITER 


More Names On List Of 600 Candidates 
Who Became CLUs At Dallas Conferment 


More than 600 CLU candidates who 
have completed their entire series of 
examinations and met other profes- 
sional requirements were granted their 
CLU designations by the American 
College at the annua! conferment din- 
ner and exercises in Dallas during the 
NALU annual meeting. 

The list includes those who com- 


pleted their examinations in previous 
years and met their experience re- 
quirement since the last conferment. 
The first half of the list was printed 
in last week’s issue and the remainder 
appears herewith. Some company 
names are abbreviated, such as Canada 
Life, Canada; Business Men’s Assur- 


ance, BMA; Connecticut General, CG; 





Another | | MONY Service for Brokers! 











Brokers...! 









Connecticut Mutual, CM; Equitable 
Life Assurance Society, ELAS; Great- 
West, G-W; John Hancock, JH; Kansas 
City Life, KCL; Lincoln National Life, 
LNL; Manufacturers, Mfrs.; Mutual 
Benefit Life, MBL; Mutual of New 
York, MNY; National Life of Vermont, 
NLV; New England Life, NEL; New 
York Life, NYL; Northwestern Mutual 
Life, NWM; Northwestern National 
Life, Nw Natl.; Penn Mutual, Penn; 
Phoenix Mutual, Phoenix; Southwest- 
ern Life, SwL; and Union Central, UC. 

Those receiving the CLU associate 








...to help 
you sell 
the 
business 
market! 


New MONY portfolio helps you explain... 


and sell... family, close corporation, and 
partnership business insurance... 
ALL IN ONE KIT! YOURS FREE! 


Concise and complete, MONY’s “Approaching the Business Man’”’ 

gives you an indispensable addition to your professional library. It’s 

a superb selling tool . . . containing needs analyses, proposal forms, and 
promotional literature. Send for your FREE copy today . . . write to: 
Mutual Of New York, Broadway at 55th St., New York 19, N. Y. 
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designation are designated by an as. 
terisk. 


*Hurd, C. G., Pru, Newark; Hurley, J x 
Mass. Mut., Washington, D. C.; Hussey, J, 4’ 
NYL, Waltham, Mass.; *Hutton, C. Hj,’ 
Life & Casualty, Nashville; Hynds, 9 ‘,” 
Marsh & McLennan-Cosgrove & Co,, San 
Francisco; Ingram, John, NYL, Richlanq 
Wash.; Irving, G. J., Jr., ELAS, Hempsteag 
N. Y.; Jackson, J. B., Jr., Guardian, Atlanta: 
Jackson, Willis, Shenandoah, Knoxville: OM 
cobson, Norman, MNY, N. Y. City; Jacoby, 

. J., Jr., Mass. Mut., Washington, D, ¢! 
Jenks, A. H., NEL, Boston; Jenks, Emory 
Jr., Pac. Mut., Atlanta; Jenne, P. £, ny, 
United, Seattle; Jensen, S. N., Mass.” Mut 
Rockford, Ill.; Jimirro, P. F., Met, Abington 
Pa.; Johns, W. C., NEL, Los Angeles; John. 
son, P. R., MNY, Peoria, Ill.; Johnson, R E 
Pru, Lorain, O.; Johnson, V. D., LNL. Mem: 
phis; Johnston, J. W., ELAS, Benton Harbor, 
Mich.; Jonas, L. C., Trav., San Francisco: 
Jones, C. T., Jr., Great Southern, Livingston 
Tex.; Jones, S. L., Travelers, Hartford; Judge 
O. J., MBL, Washington, D. C.; Kaer, W, §' 
Pru, Olympia, Wash.; Keefe, Alfred, Jy 
Miami; Keenan, P. J., Penn, Buffalo; Keir, y 
C., American College, Philadelphia; Kelly, 1, 
E. F., Phoenix, Cincinnati; Kennedy, G,’1, 
Guarantee Mutual, Omaha; Kessinger, P. 4’ 
JH, Portland, Ore.; Kiefer, A. J., Bankers gj 
Neb., Spokane; Kimmel, Don, BMA, Eugene 
Ore.; King, J. H., Jr., American Life, Phils. 
delphia; Kirtland, F. G., Home Life of N. y 
East Orange, N. J.; Kleinman, N. J., NyL 
N. Y. City; Klier, W. H., Rollins Burdick 
Hunter Co., Chicago; Kline, ks 
Fargo, N. D.; Klosterman, A. E., Houston: 
Knickerbocker, E. D., Met, Plattsburg, N, y: 
Knight, J. A., ELAS, N. Y. City. 2 

Knox, Robert J., Met, Westwood, Mass: 
Konikow, Gershen, Monarch, N. Y. City: 
Kotler, M. L., Met, New Rochelle, N. Y.; Kraft 
R. J., ELAS, Philadelphia; Kunkel, Kenneth 
Midland National, San Diego; Kunter, Wil. 
liam O., NWM, Idaho Falls, Ida.; Kutner, 
Walter, Met, N. Y. City; Kuver, E. H., NYL, 
N. Y. City; Lambeth, A. C., Jr., Purdue Life 
Insurance Marketing Institute, W. Lafayette, 
Ind.; Landes, L. J., Mutual Trust Life, Brook. 
lyn; Langford, J. F., Met, Rome, Ga.; Lasser, 
A. A., CM, N. Y. City; Lawler, A. C,, Jr, 
ELAS, Dallas; Lawrence, J. W., Jr.. Mass 
Mut., Chicago; Lee, J. B., Indianapolis Life 
New Castle, Ind.; Lefferts, Remsen, CG, Wor. 
cester, Mass.; Leisman, W. F., Jr., NYL, 
Harrisburg; LeLaurin, J. V., Aetna, Meridian, 
Miss.; Leno, A. J., Pru, Mt. Vernon, N. Y: 
Leonard, J. J., Pru, North Arlington, N, J; 
Leonard, R. F., Mfrs., Redlands, Cal. 

Levingston, A. A., Home Life of N. Y., Mi- 
ami; Lewis, A. W., Gen. Am., Wichita; Lewis, 
J. A., NYL, Decatur, Ill.; Lietz, A. J., 
Malverne, N. Y.; Lindwall, R. E., Central oj 
Ia., Manitowoc, Wis.; Litsheim, T. J., No 
Am. L.&C., Eau Claire, Wis.; Livada, Achilles, 
Pru, Jamestown, N. Y.; Lockwood, P. A, 
BMA, Wabash, Ind.; Loeffler, L. F., Bankers 
of Neb., Fremont, Neb.; Lohrey, P. H., Cont. 
Am. Baltimore; Lombardo, M. G., Met, Con- 
cord, Mass.; Lovett, R. L., Am. Nat., Amaril- 
lo, Tex.; Lukton, G. L., State Mutual Life, 
Denver; Lynch, M. G., Pru, Belle Vernon, 
Pa.; Mack, C. S., NEL, Chicago; MacKinnon, 
W. A., Pru, Newark; Maher, J. J., Bankers 
of Ia., Des Moines; *Maier, L. A., Jr., NWM, 
Milwaukee; *Maloney, T. V., Met, San Fran- 
cisco; Manning, H. C., NYL, Hollis, N. H, 
Martin, T. H., Mfrs., Los Angeles. 

Massey, N. G., Jr., Jeff. Stand., Lancaster, 
Pa.; Mathews, Prescott, Aetna, Stamford, 
Conn; Maupin, L. K., Standard Life, Jack- 
son, Miss.; Maxfield, W. B., Met., Portland, 
Me.; Maxham, F. .. Bankers Life (o, 
San Diego; May, K. C., Olympic National, 
Seattle; McClung, Elliott, Southeastern, Dallas; 
McCormick, J. J., NEL, Chicago; McElravy, S. 
H., State Farm, Denver; McEver, W. H. 
Spratlin, Harrington & Co., Atlanta; McGinty, 
J Jr., Mass. Mut., Champaign, Ill; Me- 
Associates Life, Indianapolis; 
McLoughlin, R. S., Met, Brattleboro, Vt; 
McM.llan, N. C., State Farm, Ogden; McMul- 
lin, DeLoy, LNL, Ogden; McNary, W. C., CG, 
Pittsburgh; Meeker, C. W., Amicable, Waco, 
Tex.; Mehlhop, C. F., NWM, San Francisco; 
Meier, E. F., Home Life of N. Y., N. Y. City; 


(CONTINUED ON PAGE 30) 
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LIFE AGENCY DIRECTOR 
$20,000. 


Mid-western Company with over $100,000 in 
force is in the market” for an Agency Di- 
rector that can assume all Agency opeld- 
tions. Company is well established, solid 
financial structure and a very steady pattem 
of growth. Currently operating in_ twelve 
Mid-western States with complete Life 

A & H facilities. 

To qualify—age range 35-45: there are 1 
special academic or insurance educations 
requirements. Highly important that indivié- 
ual have a tangible record of results it 
Production and Administrative matters, & 
tending at least over a twelve year peli ai 
It is mandatory that experience be acquit 


on the Home Office level. We recomm 
this position highly for a man that “has 
arrived” and ready to assume a top position 
Absolutely confidential handling all inqui- 
ies. Employer pays service charge and mor 
ing expenses. 2 
Write for HOW WE OPERATE. No obligation 
to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY | 
330 S. Wells St. Chicago 6, 
HArrison 7-9040 


Let MONY help you with Group selling aids, too! 

MONY services can help you tell your sales story clearly 
...and quickly ...can lead you to top-level commissions. 
Your inquiries are always welcome. 


Mlowa 0. Ni. 3 Yor« 


The Mutual Life insurance Company Of New York, New York, N.Y. 
Offices located throughout the United States and in Canada 






> ,..for you 
... for your clients! 


MONY means |MON 


For Life, Accident & Sickness, 
Group Insurance and Pension Plans 
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LIFE INSURANCE EDITION 


“RECESSION? 


what recession?” 


Asks RUSSELL W. HUETHER 


RussELL W. HUETHER 


Russell W. Huether, Franklin paragon in St. Louis says that he simply 
hasn’t been aware of a recession because he hasn’t had time to think 
about it. He has been too busy calling on his hundreds of policyowners 
and clients and giving them an opportunity to buy the remarkable Frank- 
lin special plans. 


Here’s the record of his 1958 production performance up to the time 
this story was written; 























NUMBER 

MONTH OF SALES 
I i chesicicscerrnlns amceaialin Rone 35 
I ii cinsscseersiaroestncicmrntaiactn 32 
March 41 
TE iicrtcicnenntncsschintirentientaeaes 45 
May 36 
ainsi sicsicicbbiiiibiacoeiie ieicsmchepanidicinn ie 56 
July (21 days) 35 

TOTAL 202 Calendar days 280 Sales 


(Excluding Saturdays and Sundays his average is two sales a day for the entire period.) 


Life and Qualifying member of the Million Dollar Round Table, Mr. 
Huether is a repeat winner of the National Quality Award and always 
ranks among his Company’s top producers. 


An agent cannot long travel at a faster gait than the company he represents! 





INSURANCE 
A ds COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Nine Hundred Million Dollars of Insurance in Force 
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Ht2eNATIONAL UNDERWRITER 


Beachcombing Type Of Selling Found 
Gaining On The Professional Variety 


By HOWARD J. BURRIDGE 

Continuing inflation and the finan- 
cial problem it creates for every family 
has had one discouraging effect upon 
life insurance selling: It has been re- 
sponsible for an increase in package 
selling and a decrease in the develop- 
ment of professional programing serv- 
ice. 

That is, prices have gradually ris- 


en to the point where a salesman with 
a wife and two or three children 
needs a minimum income of about 
$400 a month in order to care for the 
wants of his family and maintain the 
living scale that his business requires. 
This means that he must produce from 
$350,000 to $400,000 of life insurance 
annually. Thirty years ago the same 
man needed an annual production of 


only $100,000 to $150,000 a year in 
order to meet his financial require- 
ments. 

Today entirely too many life insur- 
ance salesmen are getting too large a 
percentage of their total production 
from the sale of packages of one kind 
or another: term and term riders, 
family income, monthly reducing term, 
and such policies as the modified 3 
and modified 5. Only 30 years ago the 
average life insurance salesman was 
getting the bulk of his production 


through the writing of whole life, 20- 
(CONTINUED ON PAGE 18) 
| 





The Home Office Sales Development Team no 1 ina Series 


field selling. 


They are responsible for the Estate Control Plan School, de- 
signed to form a broad foundation in programmed life insurance 
selling . . . the Advanced School which provides important train- 
ing in Estate Analysis and Business Insurance. 

They are responsible for sales tools, selling aids and program- F] 
ming plans that help assure the success of the Aitna Life salesman. 
They keep the field force alert to changing conditions which open le 
fresh opportunities for more life insurance sales. 

Their experience and follow-through stand behind the A®tna fe 


Life man. 





The men pictured participate in the program of the Home Office 
Schools . . . they and scores of their teammates are specialists in 
some phase of life insurance . . . many have a record of successful 





FETNA LIFE 


INSURANCE COMPANY 


Affiliates: 
ATNA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 
Hartford, Connecticut 


September 20, 1958 


U.S. Farmers Spending 
333% More On A&S 
Coverage Than In 194] 


The typical American farm family 
spent an average of $42 on voluntary 
A&S insurance in 1955 as comparey 
to only $3 in 1941. Since the 1955 
expenditure was the equivalent of $13 
in terms of what a dollar would buy 
in 1941, the average farm family ean 
be said to be spending 333% more to. 
day than it did 17 years ago. 

These figures have been reported 
by Health Insurance Institute, which 
cited a joint survey by the U. §S. De. 
partment of Agriculture and the U. 5 
Bureau of the Census. The goverp- 
ment study covered the 15-year 
period from 1941 to 1955. 

In 1955, the report stated, some 
51% of farm families had some form 
of health insurance. In addition, the 
survey showed that as farm income 
tended to increase, the proportion of 
families protecting themselves with 
health coverage tended to rise. 








Coverage And Income 


Among families with incomes be- 
tween $500 and $1,000 in 1955, some 
27% had A&S coverage, the institute 
noted, while 42% of the families with 
incomes between $1,000 and $1,500 
were covered. In the top income 
bracket of $7,500 and over, 69% of 
the families were protected by A&S 
insurance. 

The study also showed that the 
American farmer is rapidly catching up 
to the city dweller in the amount of 
money he spends for medical care, 
In 1941, farm families spent an aver- 
age of $15 a person for medical care, 
or less than half the $32 spent for 
members of urban families. In 1955, 
however, the individual spending lev- 
el for farmers grew to $63, nearly 
80% of the estimated $81 spent by 
city dwellers. 

During this period, the _ study 
showed, farmers not only reduced the 
difference in health care spending be- 
tween themselves and urbanites, but 
they also boosted their own medi- 
cal expenditures on the family level. 


Medical Care Costs Tripled 


The government report stated that 
part of this increase in medical care 
expenditures was due to the change 
in price level. But when this is taken 
into account, “a tripling in medical 
expenditures for members of farm 
families since 1935-36 and a doubling 
since 1941 remain.” 

The report further showed that the 
average farm family spent $60 for 
medical care in 1941. In 1955, the 
sum was $235, which is the equiva- 
lent of $126 in 1941 when the change 
in price level is taken into account. 


Jerry P. Olds Appointed 
To Advertising, Promotion 
Post At Life Institute 


Jerry P. Olds, former advertising and 
sales promotion manager for a div- 
sion of General Electric at Peet 
phia, has been appointed to the staff 
of Institute of Life Insurance as =| 





sistant director of the promotion and 
advertising division. 

Mr. Olds has been with General 
Electric since 1952. He started as @ 
promotion planning copywriter In 
Pittsfield, Mass., and in 1954 was uan-| 
ferred to the Schenectady office where; 
he became a contact-copywriter fot 
the advertising and sales promotion 
manager of one of the industrial de- 
partments at Philadelphia. 
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LIFE INSURANCE EDITION 


Fire Agents Give Views On Life 
As Competitive Facility Or Threat 


(THE NATIONAL UNDERWRITER asked 
representative agencies over the coun- 
try if they believed the local, indepen- 
dent, property insurance agent should 
sell life insurance—to give insured 
full one-stop service, to defend their 
fire and casualty business against the 
competition of a fully multiple line 
agency or company, and to increase 
profits. Here are additional comments 
that were received.) 


(From E. B. Berkeley, president of 
the Cleveland Insurance agency.) 


First, as to the necessity of a general 
insurance agency to establish its own 
life department. 

I personally agree with the premise 
that while it is important to ascertain 
how the entry of so many fire and 
casualty companies into the life insur- 
ance field affects the general insur- 
ance producer, nevertheless only a 
step away is the equally important 
question as to the effect upon the 
casualty and fire producer when the 
large life insurance companies enter 
the fire and casualty business. It has 
been estimated that the entry of 150,- 
000 life insurance producers would 
exert a tremendous pressure on the 
traditionally operated agency system 
of the fire and casualty companies. 

However, all is not gold that glitters. 
It must not be assumed too quickly 
that the estimate of 150,000 additional 
life insurance producers entering the 
casualty and fire field is correct. For, 
as I see it, the traditionally operated 


agency casualty and fire business al- 
ready has licensed as producers a 
substantial percentage of these life 
production units. I would estimate that 
at least 30% of the total listed and 
recorded life producers would already 
be found to be licensed or have a 
connection with fire and casualty 
companies or their agents. I can name 
a half-dozen former so-called general 
agents for life companies who are now 
branch office managers who have 
maintained their licenses for casualty 
and fire connections in spite of the 
fact that they are now full time 
salaried employes of a life company 
presumed to be devoting their entire 
time to promotion of the interests of 
the life company which pays their 
salary. There is the suggestion that 
this type of licensee for fire and cas- 
ualty lines is splitting his commission 


with the life men who work for him, 
with or without the knowledge of his 
employer, the state insurance depart- 
ment or others. Perhaps he turns all 
the commission over to his office life 
agent licensees, as to do otherwise 
would certainly give him a headache 
on his income tax problems. Many of 
these individual life insurance sales 
representatives would have no report 
made of their commission income 
unless the payments exceeded $1,000 
in a single calendar year, but the life 
manager who has any considerable 
number of life men working for him 
might find himself fouled up on 
income tax matters if he works it in 
the way I have indicated. 

This is not at all an attempt to play 
down the importance of either part of 
the two-pronged problem of (a) an in- 
flux of life sales representatives turn- 
ing to the casualty and fire field, or (b) 
the activity of the general insurance 
agencies operating in the life field as 
well as in casualty and fire. 

Additionally, this is not new or 

(CONTINUED ON PAGE 20) 





Ohio National Production 
Club Names New Officers 


An outstanding feature of the sales 
congress held in August by Ohio 
National Life at the Manoir Richelieu, 
Quebec, was the election of new offi- 
cers for the company’s Builders Club. 

Elected for a two-year term were: 
C. Ted Ermlich of the N. J. Tschantz 
agency, Canton, O., president; R. M. 
Woolford, L. A. Wood agency, Spring- 
field, Mo., vice-president, and G. W. 
Cramer Jr., H. H. Grider Jr. agency, 
San Diego, secretary. The Builders 
Club is composed of the company’s 
leading agents. 


Massachusetts Indemnity Releases 
Family Hospital-Surgical Policy 

Massachusetts Indemnity & Life has 
released a new family hospital-surgi- 
cal expense policy, which is non- 
cancellable and is guaranteed renew- 
able to the insured’s age 65 with 
guaranteed level premiums. The flex- 
ible plan pays hospital daily room 
and board benefits, hospital miscel- 
laneous expense benefits, surgical 
benefits, out-patient benefits for ac- 
cidents only and maternity benefits. 
Each plan has an optional deductible 
schedule. 


Leading Agents Cited 
At State Mutual Life 
Sales Conference 


Nearly 400 agents, general agents, 
managers, wives and members of the 
home office staff attended the five-day 
sales conference of State Mutual Life 
at Manchester, Vt. 

John B. Nothhelfer, director of agen- 
cies, introduced the 19 million dollar 
producers of the field force and several 
other sales leaders. The highlight of 
the second day’s session was the pre- 
sentation of awards. The president’s 
cup for the leading agency went to 
Walter C. Leck, general agent at 
Chicago. The 1957 life leader for vol- 
ume award was accepted by Felix O. 
Janke, New York, and Edward F. 
Haldeman, Pittsburgh, received the 
paid lives championship. The A&S 
leader was Robert E. Sarhatt, Lansing. 


Agents’ Assn. Elects 


State Mutual Agents Assn. elected 
new officers at the conference. Roy E. 
Stringer, Detroit, was named president. 
Other officers elected were Henry A. 
Weil, St. Louis, vice-president, and 
Oscar Hurt Jr., Memphis, secretary- 
treasurer. Executive committee mem- 
bers of the association elected were 
John M. DeBorde III, Atlanta; Ed- 
ward F. Haldeman, Pittsburgh; John 
R. Graham, Worcester, Mass.; Kenneth 
L. Means, Chicago; Philip R. Heil, 
Cincinnati, and Karl Juers, Chicago. 

H. Ladd Plumley, president of State 
Mutual, addressed the conference at 
the opening session. He told agents 
that “the success of corporations today 
lies in their imagination to see the 
buying trends of the American people.” 
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THE FORWARD LOOK has been set to 


action at SECURITY MUTUAL LIFE. 


Planning for greater efficiency and maximum service for 


present policyowners, our new building has a gross area 


of over 60,000 square feet with ample room for future 
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expansion. 

The Security Mutual Life Insurance Company 

Lincoln, Nebraska 
Life—Accident—Sickness—Hospitalization 


XUM 








New policy plans and training facilities promise an ex- 


citing future for anyone interested in a career with com- 


plete coverage in life, accident—sickness and hospitaliza- 


tion insurance. 


Write or call 
E. A. Frerichs, Vice President 


and Agency Director 
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Electronic Study Panel 
On Controllers’ Program 


A panel discussion on development 
of electronic data processing at Royal- 
Globe will feature a fire and casualty 
round table at the annual national 
conference of Controllers Institute of 
America at Chalfonte-Haddon Hall ho- 
tel, Atlantic City, Oct. 19-22. 

Royal-Globe representatives will be 
T. Corwin Steele, secretary and con- 
troller; E. T. Kylle, secretary, and 
Gordon Gilchrist, manager of elec- 
tronic research. The panel chairman 


FeNATIONAL UNDERWRITER 


is John B. Denault, controller of Farm- 
ers group of Los Angeles. 

A life round table will cover budget- 
ary control, company organization, in- 
ternal auditing, long range forecast- 
ing and planning, and operations re- 
ports for management. Wesley S. Bag- 
by, comptroller of Pacific Mutual Life, 
is chairman and Carl De Buck, vice- 
president and comptroller of Union 
Central Life, is vice-chairman. 

Holden V. Arnaiz, controller of 
Hutchinson, Rivinus & Co., Philadel- 
phia, is reception chairman of the con- 
vention. 
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Here’s A Chance To Test Your Knowledge 
Of In-Force Ranking Of Life Insurers 


How good a job do life companies do 
in getting credit within the industry for 
the way they have grown relative io 
other life insurers? Doubtless you 
know where your own company stands 
in the in-force ranking table and also 
the ranking of those at the very top of 
the list. But how many of, say, the 
first 50 companies in life insurance in 
force could you rank correctly, on the 
basis of their Jan. 1, 1958, total insur- 
ance in force? 


























We join the industry 
in saluting Albert C. Adams 


Retiring President of the National Association of Life Underwriters 


It is typical of Albert C. Adams that he brought thoughtful 
and dignified leadership to his office as President of the 


N.A.L.U. during the past year. 


Typical because he has always given this quality to any job 
he has undertaken, as demonstrated by his many years of 


a job well done. 







a Se pay 
MUTUALJLIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


service to John Hancock and the insurance industry. 

As he enters his next phase of service to the N.A.L.U.— as 
Immediate Past President — we join with life underwriters 
everywhere in offering Mr. Adams our congratulations for 


lf you’d like to test your knowledg 
on this point or maybe that of frieng, 
or acquaintances not in the life insyy. 
ance business, you can do it with the 
appended list of the top 50 companie 
in insurance in force last Jan, 1 
They’re listed alphabetically, so there; 
no clue to which ranks where. After 
you’ve penciled in a ranking number 
for each one that you’re interested jp 
look on page 23 for the actual ranking 
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Aetna Life Companies To Sponsor 
Hartford Symphony TV Series 


Aetna Life affiliated companies will 
sponsor a series of six “pops” col- 
certs by the Hartford symphony of- 
chestra which will be televised next 
winter over station WHCT-TV (Chal- 
nel 18). The series, to begin Jan. 11 
and continue on alternating Sundays 
through Mar. 22, will originate from 
Bulkeley memorial auditorium in the 
home office. 5 

A feature of the program will be 
the appearance of Connecticut high 
school students performing as soloiss 
with the orchestra. An Aetna Life 
music scholarship amounting to $1; 
000 will be awarded to the student 
who gives the most outstanding pé- 
formance. Student soloists will be & 
lected at a series of auditions to 
conducted throughout the state 0 
fall. 


and a 12-voice choral group will ap 
pear with the orchestra on the tele- 
vised piogram series. 


Mutual of New York is extending its 
pre-authorized bank check plan into 
Canada. 


In addition, a professional soloist 
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¢ First of IBM’s line of fully transistorized data processing systems is the 
new IBM 7070—the most powerful and completely balanced system in 
the medium-scale computer field. It combines, for the first time in a 
solid state system, higher storage capacity, faster computing speeds, 
new high-speed input-output units and a complete programming system. 
In short, the IBM 7070 gives more performance per dollar than any 
system in its class. 


The SYSTEM: Transistor design lowers initial cost, minimizes cooling 
power and maintenance needs. “Building block” design grows as you 
grow. Other exciting features: IBM 7070 “reads,” “writes,” computes 
simultaneously; provides “automatic priority processing” for most eco- 
nomical use of system time. Ninety-nine built-in indexing words—more 
than in any other system—mean fewer operating instructions, faster, 
simpler programming. RAMAC® files provide immediate access to data. 


The SERVICE: Unmatched IBM systems know-how is part of every 
IBM 7070 “package.” From education of your personnel to top-notch 
service engineering, from program planning to testing—IBM men and 





methods stand by you to assure profitable operation as fast as possible. 
In addition, with the IBM 7070 you will receive a library of advanced 
programs at no extra cost! 


The SAVINGS: Major design breakthroughs make possible lower lease 
or purchase prices, lower operating costs. For example, the IBM 7070 
will sort at least 830% more economically than other computers. And 
equally important are the savings you make through added efficiency 
and more complete management information with the IBM 7070. 


For further information, call your local IBM representative. Ask for 
free booklet, “IBM 7070.” Or write: International Business Machines 
Corporation, 590 Madison Avenue, New York 22, N.Y. 
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Injury And Illness 
Cost 663 Million 
Days In 3 Months 


Due to illness or injury, the Amer- 
ican people stayed home from work, 
stayed in bed, or otherwise cut down 
on normal activities for a total of 
662,800,000 days during a single 3- 
month period last year, according to 
estimates contained in a report by the 


HteNATIONAL UNDERWRITER 


Public Health Service’s U.S. National 
Health Survey. 

If the rate for this quarter contin- 
ued for a full year, the number of days 
of restricted activity would average 
about 16 per person per year. 

The figures are based on data col- 
lected during the period July-Sep- 
tember, 1957, and include all age 
groups. 

10% Have Activities Curtailed 


As of August 1957, the report show- 
ed that about 17 million persons, or 
10% of the population, had chronic 
health conditions which caused con- 





YOU CAN 


WRITE 


CREDIT LIFE... 


... With Nationwide’s up-to-date Credit Life programs! Nation- 
wide insures lives of borrowers at lowest possible cost . . . pro- 
vides Group experts to help you set up an efficient Credit Life 
. Speeds up service through local representation. For 


plan .. 


details on how you can write more Credit Life, just contact: 
Nationwide Group Department — Brokerage Division, 246 
North High Street, Columbus 16, Ohio. 





Mr. C. Howard Gray (right), of Gray Agency, Wheeling, West Virginia, with 
Mr. John Nash, Executive Vice-President, Half Dollar Trust & Savings Bank, 
Wheeling. This bunk is covered by Nationwide Creditors Group Life Insurance. 
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e HOME OFFICE: COLUMBUS, OHIO 





tinuing limitation in their normal ac- 
tivities. 

Other highlights of the report were: 

—Women and girls accounted for 
more days of restricted activity than 
men and boys, averaging 17.5 days per 
year as compared with 14.1 for males. 

—Children under 5 years of age 
averaged 6.4 days a year of restricted 
activity, while people 65 years and 
over averaged 44.4 days. 

—An estimated 227.9 million days 
were spent in bed, a rate of about 5.5 
days in bed for each person a year. 

—The number of days lost from 
work was approximately 126,800,000 
during the quarter, which amounts to 
an annual rate of 7.9 work-loss days 
for each employed person during the 
year, 

The report is the fourth in a series 
based on continuing nationwide inter- 
views conducted for the Public Health 
Service by the U. S. Bureau of the 
Census with a representative sample 
of the population. 

The figures are preliminary and are 
based on only three months of data 
collection. They are subject to possible 
revision when statistics have been 
gathered| for a longer period of time. 


To Offer Insurance Courses 

Illinois Wesleyan University depart- 
ment of insurance will offer a series 
of professional insurance classes, in- 
cluding the CLU, CPCU and Life 
Office Management Assn. courses. 
Separate classes will be offered for 
parts A and C of the Insurance Insti- 
tute of America examination. William 
T. Beadles, dean of the department 
and president of American Assn. of 
University Teachers of Insurance, and 
Edward Larson, assistant professor of 
insurance, will be instructors. 


| 











The only way 
to grow 1s.. 


September 20, 1958 


Connecticut General 
Holds Seminar For 
General Lines Men 


A three-day seminar, sponsored by 
Connecticut General Life,  entitleg 
“You and Your Agency,” was attended 
by 35 general lines producers at the 
home office in Hartford. The objective 
of the seminar was to analyze various 
problems which general lines agencies 
have in common with the company 
and to develop solutions as well as 
exchange ideas. 

Featured in the seminar was a talk 
by Louis Rosen, president of Williams 
& Rosen, Little Rock agency, on ip. 
tegration of the general insurance 
merchandising concept with Connectj- 
cut General’s process, and a discus- 
sion of general insurance account sel- 
ling by Arthur Lyons of Lyons, Weber 
& Co., New York brokerage firm, 
Stuart F. Smithy, vice-president and 
director of Connecticut General, dis. 
cussed the service concept of selling, 

W. C. Field, Boston agent, discussed 
plans for the growth of a general ip- 
surance firm and suggested that in- 
stead of hiring new account execu- 
tives, agents might do well to hire a 
skilled girl who could be trained to 
handle a large number of accounts 
by mail and telephone, enabling staff 
executives to spend more time on de- 
velopment of their business. 

Aubrey L. Joyce, Connecticut Gen- 
eral vice-president and_ controller, 
spoke on cost controls and reminded 
the agents that each dollar spent on 
staff salaries automatically incurs 


additional expenses of between 50 
(CONTINUED ON PAGE 1%) 





























NE W general agency opportunities 


Top commissions e Vested Renewals 
Complete Line of Life and Accident and Sickness 
Group e Sub-Standard e Pension Trust 
Franchise e Guaranteed Issue 


There's still time to qualify for the 
General Agency Sales Convention, Grand Hotel, 1959. 


Write James W. Galloway, 
Assistant Vice President and 
Director of General Agencies 


REPUBLIC NATIONAL LIFE 


/nsurance Company 


3988 North Central Expressway - 


Dallas, Texas 
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Changes In The Field 


iansen, who is president of Ogden Life 
Underwriters Assn., entered the life 


Mutual Of New York 


LIFE INSURANCE EDITION 


manager for Prudential, the post he 
now leaves to go with Pacific Mutual. 


Prudential 


James E. Smallwood, regional super- 
visor at the south-central home office, 
has been named manager at Canton. 
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duties to become. a personal producer. 
Mr. Fowler joined the company at 
Fort Worth in 1956 and became agency 
supervisor that same year. Mr. Hargis, 
who has been with the firm since 1931, 
was named district manager at San 
Angelo, Tex., in 1934. He became 
manager at Fort Worth in 1938. 





Two new agencies have been esta- 
plished, one in St. Louis with R. Ed- 
ward Dix as manager, and the other 





R. Edward Dix 


Gerald G. Gray 


in Minneapolis which will be headed 
by Gerald G. Gray. Mr. Dix had been 
with New York Life at Kansas City, 
Mo., before coming to Mutual of New 
York last February as a member of the 
home office sales staff. Mr. Gray 
joined the company in 1948 at Fargo, 
N. D., and was advanced to assistant 
agency manager in 1951. In 1957 he was 
appointed to the home office sales staff 
for managerial training. 


Massachusetts Mutual 


John B. McGinty has been named 
manager of the Clayton, Mo., district 
office. He has been with the company 
at St. Louis since 1955. 

Leonard D. Christiansen and How- 
ard E. Perry Jr. have been named 
district managers at Ogden and Wyan- 
dotte, Mich., respectively. Mr. Christ- 


field in 1952 and has been district 
supervisor for another life company 
in the Ogden area. Mr. Perry has had 
previous experience in life sales. 

Also appointed were Roland E. Wert 
and Douglas V. Simpson as district 
group representatives at Davenport, 
Ia., and Cincinnati, respectively. Mr. 
Wert has been group representative 
at Chicago for the last ten months. 
Mr. Simpson, entered the life field in 
1948 and joined the company in 1955. 
He has been district group representa- 
tive at Columbus. 


Manhattan Life 

James R. Stra- 
cener has_ been 
named = general 
agent at Atlanta. 
He has been in 
life sales since 
1949, starting with 
Aetna Life as a 
brokerage man- 
ager. More recent- 
ly, he thas been 
district group su- 
pervisor of Crown 
Life at Atlanta. 


Pacific Mutual Life 


V. Craig Bull has been named man- 
ager of the Oakland agency. Mr. Bull 
was formerly a special agent of the 
FBI, serving in Washington, D.C., 
Butte, San Francisco and Oakland. 
Entering the life insurance business 
in 1954, he became Oakland division 





James R. Stracener 
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to the Public Service. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE. COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e 


PENNSYLVANIA 


Jefferson Standard Life 


Butler B. Fowler Jr., former assis- 
tant manager at Fort Worth, has been 
named manager to succeed Felix L. 
Hargis, who retired from managerial 


New York Life 

J. Thomas McCusker, Harlow D. 
Gilbertson and William H. Huff have 
been named managers. Mr. McCusker, 
manager at Duluth since 1955, has 








GENERAL AGENT 
OPPORTUNITY 


CAN YOU PROSPECT? 
Do your prospects come directly from 
your own effort, ability and imagination 
and not from office leads, your super- 
visor, your manager? 

Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 
If you’re doing well right now with what 
you've got, you'll do better with our 
proven competitive merchandising plans 
featuring dismemberment—lifetime in- 
come—top value income settlement 
option—and the premium payment plan 
of the future, Check-O-Matic. 


Can you inspire and show others “how to”? 


CAN YOU COMPETE? 

Do you enjoy competing with others? 
More important, do you compete with 
yourself? 


Can you instill this Spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 
Do you want to earn top present and 
future dollars for your own personal 
“know how” and for your ability to 

show others “how to”? 


HERE’S YOUR ANSWER! 

Highest lifetime service fee in the business 
to adequately compensate the career 
underwriter—fully vested renewals for 

9 years—top 1st year commission on 

par and non-par policies—agency office 
allowance—non-contributory pension 
plan—operating capital for new agents, 


Write, Wire, Phone 
FREDERICK E. JONES, President 
HOWARD W. KRAFT, Vice President 
and Director of Agencies 











STATE LIFE 
mpeany 


COLUMBUS 15, OHIO 


THE QiH10 


MEMEBLICE 





Opportunities in: Arizona, California, District of Columbia, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kentucky; Maryland, Michigan, Minnesota, Mis- 
souri, North Carolina, Ohio, Pennsylvania, Texas, Virginia and West Virginia. 
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been transferred to Denver. He joined 
the company in 1934 at Bozeman, 
Mont., and later became _ associate 
manager at San Antonio. He was 
appointed manager at Corpus Christi 
in 1954. Mr. Gilbertson, associate man- 
ager at Milwaukee, goes to Eau Claire, 
Wis., as manager. He has been instruc- 
tor and assistant manager at Madison, 
Wis., and a management assistant at 
the home office. Mr. Huff, manager 
at Eau Claire, becomes manager at 
Duluth. He joined New York Life in 
1929 and has served at Sioux City, 
Des Moines and Davenport, Ia. 


With the delivery of a policy on June 16th. 
The Minnesota Mutual Life Insurance Company __ try 
passed the $2 billion mark of life insurance in 
force. The significant fact is that our second 
billion was written in less than 5 years, while 


the first billion took 73 years. 


That’s a tribute to the fast-growing importance 
. and the fast-rising “‘Star of 
the North.” In size, the Minnesota Mutual now 
ranks among the top 4% of all life insurance 


of life insurance . . 


companies. 


STAR OF 
THE NORTH 
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Aetna Life 

James A. O’Connor has been named 
to the newly created position of re- 
gional annuity supervisor for the 
greater New York City area, with 
headquarters at 151 William street. 
He joined the company in 1942 and 
has been a group annuity supervisor 
at Cleveland and Philadelphia. 


Modern Woodmen 


Richard G. Buss, former assistant 


state manager in Ohio, has been ap- 
pointed state manager of eastern Penn- 
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| LeceThan 5 Years! 


We are big enough to be important in the indus- 
. .«. flexible enough to give our field force and 
policyholders individual service. 

Our formula for Success is just this. (1) Thor- 
oughly organized sales methods. (2) Tested and 
proven presentations to fit specific life situations. 
(3) Convincing visual sales aids to trigger every 
presentation. (4) Home office people who go 
into the field to give shirt-sleeve help. (5) A 
higher-pay incentive contract with an unusual 
combination of persistency fees. 


The Agent-Minded 


Minnesota 
Mutual Life 


Insurance Company 
VICTORY SQUARE « ST. 


sylvania for Modern Woodmen. He .ias 
been with the agency force since 1955. 

Taking over state managership of 
southern Iowa is G. Howard Murphy, 
who has been serving as_ assistant 
state manager in Michigan. 

Gerald D. Goff, with the western 
Missouri agency for five years, takes 
over as state manager of northeast 
Missouri. 

Assistant State Manager Daniel H. 
Mosser of Kentucky, has been advan- 
ced to state manager of that territory, 
succeeding veteran State Manager 
Squire Whitaker, who retired. 








PAUL, MINNESOTA 





September 20, 1959 


Also appointed assistant state map. 
agers are: Lee W. Clay, Charlesto, 
W. Va.; Allan A. Fraser, Appleton, 
Wis.; Daniel Sexton Jr. Oklahom; 
City, Okla.; Ray Harkins, Roanoke 
Va.; Hank R. Brooks, East Lansing 
Mich., and Philip H. Talbert, Twi 
Falls, ‘Ida. 


Provident Mutual Life 


F. Edgar Myex 
has_ been appoint. 
ed Manager g 
Concord, N. H., tp 
succeed Raymond 
E. Holway, forme; 
general agent, wh 
has been named 
associate —_ general 
agent. Mr. Myers 
joined the compa- 
ny at Rochester jp 
_— and became 

supervisor in 
1956. He has re. 
cently been a member of the manage. 
ment training unit at the home office. 
Mr. Davis has been with the company 


’ 











F. Edgar Myers 





Stanley A. Davis Raymond E. Holway 


since 1946 and was appointed super- 
visor at Rochester in 1951, and manager 
in 1953. He has been a director and 
vice-president of Albany Life Under- 
writers Assn. Mr. Holway has been 
with Provident Mutual since 1928 and 
appointed general agent at Concord 
in 1931. 


Life Of North America 


Elmore F. Allain 
has been appoint- 
ed manager a 
New Orleans 0 
succeed G. Ernest 
Thomas who goes 
to the home office 
as assistant super- 
intendent of agen- 
cies. Mr. Allain 
has been the bro- 
kerage manager of 
Occidental of Cal- 
ifornia at New 
Orleans from 1953 
to 1958. He is a director and forme! 
secretary of New Orleans Life Under- 
writers Assn. 








Elmore F. Allain 


Bankers Life Of lowa 


J. D. Krusen- 
stjerna has _ been 


named field  su- 
pervisor at Des 
Moines and_ will 


work on_assign- 
ments with agen- 
cies across the 
country. He has 
been with the J. J. 
Smith agency at 
Sioux City, Ia., 
since 1955. 










J. D. Krusenstierna § 


BENEFICIAL STANDARD LIFE 
has named Richard J. Solie manage) 
of a new office at Billings. He has 
been with his father and brother in a 
Beneficial Standard Life agency in 
Wyoming. 


XUM 


Sep 

















































September 20, 1958 LIFE INSURANCE EDITION 


20, 1958 





ate man. 
harleston, 
Appleton, 
Oklahoma 
Roanoke, 
Lansing 
ort, Twin 


ar Myer 
2 appoint. 
ager at 
N. H., to 
Raymond 
\Y, former 
gent, who 
nN named 

genera] 
ir. Myers 
1e COmpa- 
chester in 
1 became 


te e another year... 
» manage- 


ye .* another record 





| E. Holway 


ed super- 
1 manager 
ector and 
fe Under- 
has_ been 
1928 and 

Concord 





 F, Allain | re: 
pie — 
at a 

7 96 New York Life women agents 
G. Ernest 

ho goes 2 
me off qualify for Women Leaders Round Table— 
nt super- bY : 
5 ota largest representation ever for any company! 
“the bro- 
\anager of 
al of Cal- 
at New 
from 1953 the largest representation of agents at the industry- pSTVAL Ota, 


id former a ¢ 4, 
fe Under: wide Women Leaders Round Table. To each of these 


For the fifteenth year in a row, New York Life has 
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outstanding ladies goes the Company’s congratulations “on 
Eo V 


for achieving one of the highest honors conferred by 


“s,, the insurance industry. New York Life 


We’re very proud of this continuous leadership and 

a ' + feel it reflects credit on the exceptional abilities of our Insurance Company 
women agents. We also believe it vividly demonstrates 

the widespread acceptance given New York Life’s mod- 


ern line of insurance policies and the effectiveness of a ere Serre meee? nnmenee 
Accident & Sickness Insurance « Pension Plans 


51 Madison Avenue, New York 10, N. Y. 
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Editorial Comment 
The NALU Building Hassle In Retrospect 


Now that that memorable Tuesday 
afternoon session of the NALU national 
council can be viewed in perspective, 
some observations can be made and 
some conclusions drawn that were not 
so clear-cut when the battle over the 
new headquarters building was being 
viewed at first hand. 

First, there is the credit that is due 
both sides for reining in all impulses to 
let loose with some of the accusations 
that they had been making rather free- 
ly in private conversations. Even in the 
heat of controversy over an issue that 
both adversaries considered of the 
highest importance to NALU, they 
placed unity of the association above 
whatever tactical advantage there 
might have been in belting the opposi- 
tion with a good substantial smear. 

Of course, each side knew that the 
other had fairly potent stink bombs it 
could toss. But we don’t believe that 
was the reason that the protagonists 
stayed away from personalities and 
from the demogogic type of accusation 
that can’t be proved or disproved and 
which only serves to make unfair cap- 
ital out of the tendency of many listen- 
ers to believe that “where there’s 
smoke there’s fire.” Very often what 
is thought to be smoke is merely escap- 
ing steam and indicates a relief of pres- 
sure rather than an impending holo- 
caust. 

But we don’t think that fear of mas- 
sive retaliation was the reason for 
holding back the smear type of per- 
sonal accusation. Even had it been 
known the opposition had none of this 
kind of ammunition in its locker we 
don’t believe either side would have re- 
sorted to personalities. 

We know at first hand that each side 
felt it had some grievances against the 
other that would not have soundéd 
pretty in a council session or anywhere 
else but not one of them that we know 
about would have any effect whatever 
on the outcome, which was that the na- 
tional council went along with the 
board of trustees and the new building 
committee and left no doubt about its 
position. 

True, the council cheered resound- 
ingly for Charles E. Cleeton, Occidental 
of California general agent at Los 
Angeles, past president of NALU and 
chairman of the former building com- 
mittee. It did the same for Grant 
Taggart, California-Western States 
Life, Crowley, Wyo., a member of the 
same committee, who explained his 
opposition to what he felt was the 
board’s “policing” of the committee by 
insisting on having the managing direc- 
tor of NALU as a member. In fact, a 
large part of the council gave each of 
the speakers a standing ovation. But 
it later was evident that the applause 
didn’t mean an intention to back the 
old committee against the board. Rath- 
er it was a heartfelt and well deserved 
tribute to the former committee for its 
years of toil in behalf of a head- 
quarters building for NALU. 

The council’s action, whether based 
on the merits of the case or loyalty to 


their elected representatives on the 
board of trustees, was in accordance 
with democratic processes. The board 
had been unanimous in its resolution of 
last July in which it imposed restric- 
tions on the Cleeton committee which 
resulted in the committee’s mass resig- 
nation. The subsequent decision to dis- 
pose of the C street site, on which 
NALU had up to then intended to build, 
was voted by the board 14-3. 

Without vastly more factual infor- 
mation on which to base a judgment, 
it is difficult to see how the council 
could have done anything else but en- 
dorse the board’s actions—unless it had 
lost confidence in the board and want- 
ed to elect a new one. The presump- 
tion had to be that the board had stud- 
ied the matter carefully—far more 
carefully than the national council 
could possibly have had time to—and 
then come to its decision after the most 
thorough soul-searching. 

Even with the help of the pamphlet 
that the former committee distributed 
at the meeting, the council was a long 
way from being equipped to arrive at 
any other decision than to support the 
board. It is a serious matter for a coun- 
cil to go against its.elected representa- 
tives, especially in a matter like the 
building project, where decision had to 
be based on careful study of facts rath- 
er than mere personal feelings. 

On the merits of the dispute, it now 
is beside the point whether the former 
committee was right about the location 
and the kind of building NALU should 
have or whether the board was right. 
The board made its decision and the 
national council supported it. The 
electorate has spoken. A unanimous 
decision of the 17-man board to cut the 
building cost from a million dollars 
down to $750,000, to build it with more 
of the functional aspect in mind—plus 
a 14-3 decision to get out of the C street 
site altogether, add up to a pretty con- 
vincing expression of NALU’s over-all 
views on what kind of building it 
wants and where it wants it. 

There was one more gratifying as- 
pect of the national council discussion 
of the building project: At no time did 
President Albert C. Adams nor past 
President David B. Fluegelman, whom 
Mr. Adams asked to preside during the 
discussion, make the slightest use of 
parliamentary maneuvering to defeat 
or restrain full and frank discussion of 
the matter at hand. In fact, Howard 
Manning, Equitable Life of Iowa, who 
wished to present the Kansas City 
association’s request that the council 
disagree with the association, even 
asked Mr. Adams how he should go 
about making a motion that would get 
the building discussion out on the floor, 
and Mr. Adams told him. 

As all who were present at the coun- 
cil meeting are aware, the fact that all 
the participants restrained any im- 
pulse to make any derogatory remarks 
about any member of the opposition 
should not be taken as a sign that the 
meeting was anything less than tense 
and dramatic. Both Mr. Cleeton and 


Mr. Taggart are masters of the emo- 
tional motivation. The applause that 
greeted their appeals made it seem that 
they had carried the entire audience 
right along with them. 

Then President Adams took the mi- 
crophone and started talking in a 
matter-of-fact tone. There were those 
who wondered, “Maybe he’s got the 
facts on his side, but can he convince 
the crowd?” But little by little, as Mr. 
Adams went along with his presenta- 
tion, his conversational, man-to-man 
manner seemed to be carrying con- 
viction. 

Backing him up were David Blum- 
berg, Massachusetts Mutual, Knox- 
ville, Tenn., a member of the board, 
and Oren D. Pritchard, Union Central, 
Indianapolis, then vice-president and 
now president of NALU. Mr. Blumberg 
went into considerable detail on facts 
and figures, while Mr. Pritchard told 
of talks with Rep. Charles Halleck of 
Indiana, House minority leader, and 
Rep. Thomas of Texas, a member of the 
appropriations committee, in which 
they told him that if the General Serv- 
ices Administration wanted NALU out 
of the C street site it would be just as 
well to get out. Mr. Pritchard quoted 
Rep. Thomas as remarking, “You know, 
Charlie and I won’t always be around 
to protect you.” 

All in all, NALU members can feel 
that they have cause for satisfaction in 
the outcome of this controversy. The 
association had its choice of two 
courses, in connection with the build- 
ing. It has made its decision in definite 
fashion. The fact that it went against 
so devoted and dedicated a group as 
the former building committee should 
not be a cause for bitterness either 
among the committee or its adherents. 
The new building may lack some of 
the features that the former committee 
envisioned but there is one thing it 
should not lack and that is a tablet, or 
the equivalent, that will pay special 
and well merited tribute to the work 
of “Chuck” Cleeton and the other mem- 
bers of his committee.—R.B.M. 





Personals 


Paul Wollner, group representative 
of Connecticut General Life at the 
Broadway office, New York, was mar- 
ried to Miss Monica Perutz of River- 
dale, N. Y. Miss Perutz is research 
assistant of the public relations firm 
of Carl Byoir Inc. Mr. Wollner is the 
son of Max Wollner, chairman of Jef- 
ferson Ins. Co. of New York. 


Garland P. Byrd, vice-president and 
co-state-manager of United American 
Life, has won the Democratic primary 
nomination for lieutenant governor of 
Georgia. The nomination is tan- 
tamount to election. 


Emil E. Brill, senior vice-president 
of General American .Life, last week 
was elected president of the downtown 
Kiwanis Club of St. Louis. 


Howard G. Eimers, actuary of Wash- 
ington National’s ordinary department, 
has obtained two fellowships in one 
year, that of Life Office Management 
Assn. Institute, and of Society of 
Actuaries. There are only 978 fellows 
in the latter in the U. S. and Canada 
and 765 associates. LOMA Institute, 
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as a result of this years’ examinations, 
js awarding only 81 fellowship diplo- 
mas and keys at its 35th annual 
conference this fall. 


Howard Holderness, president of 
Jefferson Standard Life, has been 
appointed civilian aide to the Secre- 
tary of the Army for North Carolina. 


Deaths 


ROBERT G. WALKER, 25, vice- 
president of Union Life of Little Rock, 
was killed while driving his Italian 
Ferrari sports car in the inaugural 
meeting of the new Meadowdale In- 
ternational raceway near Elgin, Il. 
He was pronounced dead on arrival at 
Sherman Hospital in Elgin. His car 
overturned, fracturing his skull and 
breaking his neck. Mr. Walker, former 
Arkansas state tennis champion, is 
survived by his mother, Mrs. Elmo 
Walker, widow of the late Elmo Walk- 
er, who formerly headed Union Life, 
and his brother J. Wythe Walker, 
president of the company. 


W. CLEMENT MAHONEY, secre- 
tary of Connecticut Mutual Life since 
1956, died at Hartford after a brief 
illness. He joined the accounting de- 
partment in 1917 and became its 
head in 1942. Two years later he was 
named to the company’s official staff 
as assistant secretary. 


ERNEST W. NELSON, general agent 
for Aetna Life at Grand Rapids, since 
1943, died. He joined the company in 
1933 at Pittsfield, Mass. He served as 
district agent, and general agent at 
Springfield, Mass., before assuming the 
Grand Rapids post. 


Cc. J. McCANN, actuary and chief 
examiner of the Florida insurance 
department, died. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, September 16, 1958 


































Bid Asked 
Aetna Life 201 205 
Beneficial Standard 15% 1612 
Business Men’s Assurance ......... 81%2 85 
Cal.-Western States oo... 97 
Columbian National ... 110 
Commonwealth Life ... 25 
Connecticut General ........ 315 
Continental Assurance .... 155 
Franklin Life 2.0.0... 68 
Great Southern Life ou... Bid 
Gulf Life 26 
Jefferson Standard... 88 
Kansas City Life ........... 1500 
Liberty National Life 38 40 
Life & Casualty ....... 22 23 
Life of Virginia ............ 53 55 
Lincoln National Life 201 206 
National L. & A. ....... 97% 100 
North American, I] 184% 19% 
N. W. National Life 86 90 
Ohio State Life ... 320 350 
Old Line Life ....... 54 Bid 
Republic Natl. Life 57 59 
Southland Life ....... 95 100 
Southwestern Life ou... 118 125 
Travelers “6 8212 84 
United, Il 42% 4412 
U. S. Life 4212 44%, 
Wisconsin National Life ............ 70 73 





Indianapolis Life recorded the larg- 


' est volume of sales for any August in 


the company’s history. New life sales 
were 24.2% ahead of last August, 
while total paid business for the first 
eight months of 1958 is 15.3% ahead 
of the same period a year ago. 


Stanley B. Kitzleman Jr. will be the 
new general agent of Monumental Life 
at North Wales, Pa.. 








LIFE INSURANCE EDITION 


Connecticut General 
Holds 3-Day Seminar 


(CONTINUED FROM PAGE 12) 
cents and $1. Elmer L. Nicholson, 2nd 
vice-president of the company, spoke 
on business planning and growth and 
discussed the operation of the man- 
agement cycle. 

Carl T. Furniss, manager of the 
company’s Hartford branch, and Rich- 
ard A. Hess, director of field services, 
discussed selection and development 
of personnel. Mr. Furniss pointed out 
that too often brokers make the error 
of trying to fit the man to the busi- 
ness. In recruiting, he said, brokers 
should first answer the question of 
whether insurance is right for the 
man. 

William C. Smerling, manager of 
Connecticut General’s Madison ave- 
nue, New York branch, and James R. 
Greaney, manager of the company’s 
Boston brokerage office, spoke on the 
importance of perpetuating a gen- 
eral lines agency with respect to own- 
ers and key personnel. 

Mr. Smerling pointed out that a 
merger with another agency might 
be a solution and that “It is far better 
for you to make this choice while you 
are alive than for your estate to have 
to do so.” Mr. Greaney stated that 
the general insurance firm that takes 
no steps to attract and hold a stable 
working organization through a bene- 
fit program must pay the price in 
terms of less profit to the owners 
while they are alive or to their fam- 
ilies after they die. Group insurance 
or pension programs are a great help 
in this respect. 


Leroy G. Steinbeck 
Named V-P Of Life 
Of North America 


Leroy G. Steinbeck, former assistant 
vice-president of Life of North Ameri- 
ca, was elected vice-president at a 
meeting of the board which also elect- 
ed to officer status C. Thomas Chand- 
ler, Douglas R. Schoenfeld and Harold 
E. Stanard, superintendent of agen- 
cies. At the same time, Charles E. 
Stevens, assistant secretary of In- 
demnity of North America, was named 
assistant secretary of the life company. 

Mr. Steinbeck entered the life busi- 
ness with Equitable Society in 1940. 
Immediately after World War II, he 
headed the conservation program of 
National Service Life in Michigan, Ohio 
and Kentucky. He joined Mutual of 
New York in 1947 as assistant manager 
at Columbus, O., and in September of 
last year became assistant vice-pres- 
ident of Life of North America. He is 
chairman of CLU Institute board for 
1958-59, and was operating head of 
American Society of CLU in 1950. 

Mr. Chandler began his career in 
the field with New York Life in 1938, 
and was appointed superintendent of 
agencies of Shenandoah Life in 1952. 
He held the same position with Acacia 
Mutual from 1956 until 1957, when 
he joined Life of North America in 
the same capacity. 

Before his appointment last year as 
superintendent of agencies of Life of 
North America, Mr. Stanard had been 
with New York Life for 11 years. He 
has been assistant manager at New- 
ark and training supervisor of the 
northeast division. In 1953, he be- 
came manager at Milwaukee. He 
transferred to Rochester, N. Y., early in 
1957. 

Mr. Schoenfeld entered the business 
in 1948 with Equitable Society at New 


Haven, where he later became mana- 
ger. In 1955, he was named man- 
ager of Security-Connecticut Life for 
New Haven and Fairfield counties. He 
is a former director of Southern Con- 
necticut General Agents & Managers 
Assn. and former secretary-treasurer 
of Southern Connecticut CLU chapter. 

Mr. Stevens joined Indemnity of 
North America as assistant superin- 
tendent of the A&S department in 
1956 and was promoted to superinten- 
dent a year later. He was appointed 
assistant secretary of the indemnity 
company in December 1957. 


Roy V. Proctor Goes 
To Reply-O-Letter 


Roy V. Proctor, former director of 
sales promotion and advertising of 
United States Life, has been named 
assistant to the president of Reply-O- 
Letter Co., a direct mail advertising 
firm. 

Before joining United States Life in 
1957, Mr. Proctor had been with Pa- 
cific Mutual in sales promotion. 

Reply -O-Letter, has been handling 
direct mail advertising for life industry 
members for some 25 years. 
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2 = a. a is not the result of careful planning, fessional or anything approaching jt 
Beachcombing Selling Is F ound Gaining study, and a full understanding of the Professional selling means estate 
prospect’s life insurance situation or planning, programing; life insurang 

ee Sa eee? needs. Some would say it is no more for deferred compensation, busines 

payment life, 20-year endowment, life possible. A package sale is above all a than a means of putting some addition- and partnership, inheritance taxes any 
paid up at 65 or endowment at 65. At quick sale. It does not require extensive al money in the agent’s pocket. stock purchases. It means understang. 
that time the policies that contained an study or thought either on the agent’s Usually, though, it is what might be ing a policyholder’s complete finan. 
investment element or with good cash or prospect’s part. In common parlance, called cheap business. The premiums cial picture, his financial obligations 
values were being emphasized very it is “a quick deal.” Any policy sold as involved are not large. The agent es- and responsibilities, his income both 
much more than they are today. a package should not be condemned. tablishes no prestige with the insured from salary, business ownership and 
With prices rising constantly, even It provides coverage for the one to by this particular kind of sale. It is in investments. It means knowing clearly 
though slowly, the average agent is un- whom it is sold and it constitutes that or out, hit or miss, but it is certainly a policyholder’s financial Objectives 
der the necessity of doing business, ‘much more business for the agent. not the kind of selling that makes the and then helping him through pro. 


some kind of business, as regularly as But it is not professional selling. It policyholder feel the agent to be a pro- fessional life underwriting to achieve 
: : SO Ae a them. Package selling is as far from 


eS er | 4 acl a true professional life underwriting as 
the North Pole is from the South. 


In your case...is waiting... The drawback is that 00 many li 


companies do not have the money with 


which to subsidize newly acquire 
agents and then train them to sell ong 
professional level. Not only that, but 
they do not have the personnel to do 
e the training and the teaching. After 


they give an agent such training g 
instruction as is their custom, they then 
: ae : : ffer? begin to look to him for some business, 

Ever find yourself waiting for the right prospect to fit the coverage you can offe With the agent it is just a case off 
Ever miss a really good sales prospect because you couldn't offer the coverage he wanted ?/ nancial necessity. He must write som 
Security Mutual agents miss very few sales opportunities because they can offer complete — . cigragis ben cng nal 
coverage; complete coverage in Life, Non-Can, Sickness & Accident, Group and Pension Trust.| that his family needs. ? 


Progressive training programs equip them to make best use of this complete coverage Becomes A Beachcomber 
... help them do a bigger, better job; and their work is made Such an agent can sell some otal 
easier by dynamic sales aids that really help them sell! friends or even those he has never met 


some kind of a life insurance package 
that has an appeal. He can sell a pros- 
pect who has $17,000 worth of life in- 
surance another $3,000 by stressing the 
idea of rounding out the total life in- 
surance to an even $20,000. Or he can 
tell a prospect that he wants to get 
him ‘on his books’ for some sort of 
policy, not necessarily a large one, 
but something that will result in the 
policyholder becoming one of his cli- 
ents. He can sell “jumping juvenile” or 
a small educational policy or a policy 
for a grandchild. In other words, he 
can become sort of a beachcomber in 
the field of life insurance, but the dan- 
ger of this is that if he learns to makea 
living in the life insurance business this 
way he may never rise above it. 

A man who has been able to “get by” 
this way is unlikely to progress to a 
higher level upon which he must oper- 
ate in quite a different way, a way that 
takes time, study, understanding, pa- 
tience and a realization that life in- 
surance sales that are made profession- 
ally are seldom the result of just one 
call or one brief interview. Instead 
they often require a number of calls, 
checking and re-checking until final- 
ly, and only after the passage of time, 
everything fits into place and then the 
actual sale itself is usually not diffi- 
cult. 


NAIC Subcommittee To Meet 
In Minneapolis, Sept. 29 


Commissioner Sheehan of Minne 
sota, chairman of the subcommittee on 
deficiency reserves of National .Ass?. 
of Insurance Commissioners, has ab- 
nounced a committee meeting for Sept. 
29-30 at the Leamington Hoie!, Minne 
apolis. 

The industry actuarial advisory com- 
mittee will present a report on the 
committee meeting held in New York 
U recently. The meeting, which will be 
! held together with a meeting of Zone 

IV commissioners, will be open to the 


8 8 8 . 
security mutual life insurance company S 
é s ae District of Columbia yr he 
coon “ Siaheieicmaeecnentinn President. OWL Seeusiliy OWL Mutual jegpordibildly. — oni — — ree 


81 EXCHANGE STREET, BINGHAMTON, N. Y. Associations Building, 1145 19th Stree 
: Washington. 


You see, at Security Mutual we believe the success of our 
agents is the measure of 
our achievement as a company. 
We figure that’s worth your 
looking into. Contact 
your nearest Security 
Mutual General Agent 

for the facts 
... today! 
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men of vision 
are selling 
United’s 20-20 
Cash Refund Plan! 







Here’s the policy with a future! United’s 20-20 Cash 
Refund Plan offers full cash refund... plus full protection. 
Millions are reading about 20-20 in the national magazines. 
Men of vision from United are cashing in on this demand for 


the policy that does two jobs. 


The 20-20 Plan can do two jobs for you, too. This 
talked-about Plan will introduce you to more people. ..and 
boost your earnings. If you want a clear-eyed view of your 
future with United drop a letter today to United of Omaha, 
Omaha, Nebraska. 


Be far-sighted—go United 





One of America’s Foremost Life Insurance Companies 
N. M. Longworth, President 
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Fire Agents Give Views On Life Threat 


(CONTINUED FROM PAGE 9) 


startling, although I admit being 
somewhat amazed at a recent state- 
ment of a vice-president of one of the 
life companies which we _ represent, 
that 60% of his company’s new life 
business was coming from general 
insurance agents. He was urging that 
our firm get into the life business 
more heavily as we somewhat recently 
have studied the matter and concluded 
not to set up a full fledged life depart- 
ment. In this investigation we had 
found that the services of a competent 
life man to head this department of 
our firm came rather high, and that 
instead of one man, we would require 
the services of at least three, one to 
specialize in group, another in pen- 
sions and another in individual estate 
planning, and possibly still another 
man to act as a sort of sales director. 
It would have meant recruitment of 
sales personnel, and enlargement of 
office facilities, etc., as well as an 
initial investment not far from $100,- 
000 without much assurance that the 
life department would prove profitable 


in the long run. We already held 
representation of at least four life 
companies, and since our investiga- 
tion, at least another four fire and 
casualty companies have acquired life 
affiliates, and have been pushing us 
to take them on. Inasmuch as we 
already represent more than 30 com- 
panies of all types, this is not as 
simple as it sounds, and probably 
points toward a release of some of our 
companies’ for reasons of administra- 
tive economy. 


Sees Installment Plan Coming 


We have not established any prem- 
ium installment plan of our own, 
designed to package all of our clients’ 
personal needs for such services. First 
of all, these already exist fairly ade- 
quate facilities in local banks and 
through insurance companies, although 
this statement applies primarily to the 
type of premium financing involved in 
run-of-the-mine accounts. Larger 
commercial and industrial accounts 
seldom finance premiums. I will agree, 





‘CROWN LIFE cives you 
A FAMILY PLAN... 


that you can understand 
and even more important... 
your clients will understand it too! 
The simplest, yet most flexible, 
Family Plan idea 
on the market to-day. 


NOW A BENEFIT... THAT CAN BE ADDED TO ANY BASE PLAN*... 


$2,000.00 on wife 
$1,000.00 on every child (up to 5) 


ISSUED NON-MEDICALLY, UP TO $15,000.00 ON HUSBAND'S 
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however, that as time goes on it will 
be necessary for us to re-shape our 
facilities for financing premium pay- 
ments, for we are already committed 
to “account selling,” endeavoring to 
bring up the unit size of each client’s 
account. We have succeeded to a con- 
siderable degree in increasing the 
average customer unit size. Our last 
policy count showed we are enjoying 
about double the national average for 
firms of our size. That this reshaping 
should take into consideration the 
client’s life insurance program as well 
as his fire and casualty premium 
account is, in my opinion, somewhat 
doubtful, in spite of the fact that the 
“one-stop” idea promotes this ap- 
proach. 


Price Not The Only Motive 


As to the theory that the public is 
looking at “price” first, last and all 
the time, not only in insurance but in 
everything, I don’t believe this is 
entirely true. But I do feel that 
“motivation” has to be re-studied in 
face of the confusion that exists in the 
insurance industry generally, as well 
as in other lines of endeavor. I have 
no quarrel with those who urge that 
the future belongs to those who pre- 
pare for it. On the contrary, I believe 
that change is the order for today. 
T’ll agree that there have been some 
changes in the buying habits of the 
insuring public, but I am of the firm 
opinion that hot as competition may 
be, some of the present day ideas 
about it are wrong as far as insurance 
is concerned. An insurance executive 
expressed it as follows: 

“Companies and agents must cater 
to a price conscious public so as to 
maintain a premium volume large 
enough to make possible the use of 
electronics, with which to reduce costs, 
in order to be able to offer competitive 
prices necessary to cater to a price 
conscious public; so as to maintain a 
premium volume large enough to make 
possible the use of electronics, etc., 
etc., etc.” 

Personally, this appears to be inac- 
curate, if not false, and contrary to the 
evidence before our eyes. Take “big” 
business as compared with “little” 
business, and we find that the ratio 
between them is pretty nearly static. 
Certainly technological advances are 
all on the side of “big”? business be- 
cause of its mammoth ability to seize 
upon every technological advantage 
available. The “little” business is 
handicapped by the lack of practicality 
in using every technological advance, 
but it still holds on and maintains its 
relative share of the gross national 
product and services. A good question 
would be “Why?” People and their 
desire for things and services, plus 
American ingenuity and enterprise, is 
my answer. 


Some Effect Here Already 


The theory that the advent of the 
life insurance producers into the field 
of fire and casualty insurance is going 
to be pretty strenuous is no doubt 
worth considering seriously, but some 
part of its effect has already occurred. 
The advent of almost an equal or 
greater number of persons whose 
principal background is assumed to 
stem principally from the fire and 
casualty business into the life field 
has also occurred, and both of these 
occurrences have wrought no startling 
changes. There is no basis for believ- 
ing that the average life insurance 
producer is a dedicated salesman, 
expert in the art of sales promotion, 
and with the widest personal contacts, 
or that the casualty and fire producer 
is not equally well qualified in his 
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Republic Natl. Hosi 
At Agency Seminar 


The reinsurance division of Republic 
National Life was host to representa. 
tives of 20 client companies for an 
agency executive seminar recently, 

A group of twenty-three top agency 
personnel attended the four-day 
school. Instructors and guest speakers 
featured on the seminar program in. 
cluded the following Republic Nationa] 
officers: Clarence J. Skelton, senig 
vice-president and co-ordinator 
production planning; Lyman E. Kin 
assistant vice-president and directo, 
of agency training; Charles D. Walters 
assistant training director; Malcolm 
Thomas, assistant vice-president, re. 
insurance underwriting; Jack R. Mor. 
ris, vice-president and director of 
public relations; and Robert P. Brady, 
vice-president and actuary, reinsur. 
ance division. 








own field. Neither is there any basis 
for assuming that sincerely interested 
life producers cannot do well in the 
casualty and fire field, nor that his 
counterpart in the fire and casualty 
field cannot attain a substantial 
equivalent participation in life. 

I'll agree that the life insurance 
producer functions under a plan of 
operation maintained by the life com- 
panies which frees him of policywrit- 
ing and collection obligations, whereas 
his legitimate casualty and fire count- 
erpart undertakes practically all de. 
tails incident to delivery of the policy 
contract and all service required 
thereafter, including the extension of 
credit, with the possible exception of 
partial claim handling. It is fruitless 
to say that the handling of all these 
multitudinous matters is economic 
nonsense. For if the agent does not 
undertake them, there is no particular 
need for his services other than for 
sales promotion. The life producer as 
such is simply not fitted or trained in 
the mechanics of these phases of the 
fire and casualty field to give these 
services. By the same token it is to be 
doubted that the casualty and fire 
producer is qualified to give all the 
life services which may be required, 
although it may be well to note that 
life contracts are long terms, and that, 
generally speaking, there is only one 
major cause for claim handling, name- 
ly death of the policyholder. 


Questions Economics Of Affiliations 


Now let’s examine the drift toward 
life affiliation of casualty and fire 
insurers. Are there not some pretty 
serious questions to be raised as to the 
validity of the economic side about 
this trend? For the main purpose of 
this discussion, let’s assume that 90% 
of the life insurance of this country Is 
written on the mutual or participating 
plan. Is it to be assumed that such 
mutual insurers can enter the fire and 
casualty field without the consent of 
their policyholders, or that such con- 


sent would be readily obtainable and’ 


that all necessary changes in state 
laws could be effected? Is it not true 
that the fire and casualty companies 
can invest in or organize their owl 
life insurance company? Many com- 
panies have done so already, and in 
fact the number now exceeds 105. 
Certain facts seemingly have to be 
recognized. Among these I would first 
suggest the redundancy in the mortal- 
ity table in use. No uniform statement 
can be made with regard to actual 
mortality in relation to that proj 


by tables used, but suffice it to say . 


that somewhere between 20 and 30% 
redundancy could be said to exist on 
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present cay contracts, while if we go 
pack for 25 to 30 years, a greater 
redundancy will be found to exist. 
This redundancy, arising out of favor- 
able advances in medical science, has 
tended to make mortality savings an 
important financial bulwark to per- 
manent financial security, and to 
permit the company to make disburse- 
ments by way of dividends to policy- 
holders of mutual companies as a 
level which; but for the redundancy, 
could not be achieved. The stock life 
insurers have availed themselves of 
this economic advantage and adopted 
more and more competitive practices, 
issuing combination family policies, 
gradation of premium according to 
size of policy, etc., etc. The rapidity 
of growth of these companies has 
been extraordinary. But let’s assume 
that the life insurance industry as a 
whole adopted more realistic mortality 
tables than those now in use as to 
future life insurance contracts—would 
it not follow that the wherewithal to 
meet competitive practices would be 
lacking to the extent that the redun- 
dancy was reduced? As I see it, the 
effect would be reduced proportion- 
ately the funds available for insurance 
expense other than acquisition cost, 
and hence, tend to make them less 
competitive. Any course of action for 
changing from presently adopted and 
used mortality tables to more realistic 
tables would certainly be apt to effect 
the smaller life companies more ser- 
iously than it would the major giants 
of the life insurance industry. These 
casualty and fire affiliated companies 
would certainly seem to be in this 
class. 


Problem Of Old Policyholder 


The larger mutual insurers seeming- 
ly have a special problem involved in 
the factor of discrimination against 
their old policyholder where the con- 
tract was predicted upon mortality 
tables even less liberal, in many 
instances, than those now in use. If 
some special dividend treatment for 
life policyholders can be_ devised, 
without again involving the possibility 
of discriminating against a_policy- 
holder whose contracts are predicated 
on varying and different mortality 
tables, the problem can be solved and, 
in fact, I believe there is now a 
movement to do so. 

The idea of one-stop insurance ser- 
vice cannot be fought off, but it seems 
equally absurd that we in the agency 
business are going to be able to or be 
forced to tear up all of our present 
ideas of doing business. It seems 
equally ridiculous to think that the 
major life companies are going to 
allow the Johnny-come-lately life 
companies sired by the casualty and 





Monarch Life To Move Into 
Home Office Of Springfield 
F.&M., Its New Affiliate 


Monarch Life has completed plans 
for moving from its present home of- 
fice at 365 State street, Springfield, 
Mass., to the headquarters of its new 
affiliate, Springfield F.&M., at 1250 
State street. 

Involved in the move, scheduled to 
begin Sept. 26 and end Oct. 1, are 
some 500 Monarch home office em- 
ployes, their office equipment, plus 
hundreds of business machines. 

As a result of the shift, Monarch’s 
modern home office building, a three- 
story modern stone and brick struc- 
ture with 54,000 square feet of 
floor space, is up for sale. A large 
training school building with library, 
classrooms and dormitory, a separate 
storage building with over 4,000 square 
feet of floor area and a parking area 
are also on the market. 


OASI Changes Explained 
To San Antonio A&H Assn. 


Progressive steps regarding benefits 
are in line with the original plans for 
social security, John D. Palmer, man- 
ager of the San Antonio district office 
of the social security administration, 
said in explaining changes in OASI 
benefits to members of San Antonio 
A&H Underwriters Assn. 

Mr. Palmer said it is intended that 
social security be kept on a sound 
basis. Under provisions for disability 
benefits, the plan could easily get out 
of hand were it not for certain condi- 
tions which have been set up to deter- 
mine disability of workers, he ex- 
plained. 





fire groups to grab the ball and run 
even if the parent is a seasoned opera- 
tor and well-heeled financially and 
able to avoid to some considerable 
degree the usual development expense 
necessary to create a field and pro- 
ducer force. 

I do not think the producer agency 
can afford to become a specialist with 
certain exceptions, and more particul- 
arly as to the need for operating on a 
departmentalized basis. For instance, 
we were at one time general agents 
for the credit insurance department of 
one of the relatively few companies 
doing that kind of business. That line 
is still specialty, but after waiting 
around over a year to find a replace- 
ment of our deceased vice-president 
who ran our credit insurance depart- 
ment, we turned the business back to 
the company on a participating service 
basis that ran along for many years. I 





“Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
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qualified General Agents in selected areas. 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Lapunsion program provides openings for 
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do not think that many producers 
know much about credit insurance 
business today. 

As far as multiple line companies 
exercising pressure upon us to give 
them our life business, I do not think 
we shall have much trouble, as we 
are making an underwriting profit. 
We do not refuse to recognize their 
problems, but try to anticipate the 
companies that are making an under- 
writing profit in any agency are not 
likely to upset the apple cart. 
Northwestern Mutual Names Board 

Northwestern Mutual has elected 
five policyholders to its 1958-59 ex- 
amining committee: Elmer L. Ander- 
sen, H. B. Fuller Co., St. Paul; Werner 
P. Gullander, Weyerhaeuser Timber 
Co., Tacoma; Alex G. Jacome, Jacome’s 
Department Store, Tucson; Charles C. 
Gelatt, Northern Engraving & Manu- 
facturing, La Crosse, Wis., and Elmer 
Jennings, Thilmany Paper Manufactur- 
ing, Kaukauna, Wis. The committee 
reviews management policies and 
practices and reports its findings and 
suggestions to policyholders and the 
company’s trustees. 
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Great Southern To Issue 
New Stock To Effect . 
Exchange With Superior 


Great Southern Life stockholders 
will vote next month on a proposal to 
increase the capital by ‘the issuance of 
40,000 new shares which will be used 


to effect the stock exchange with 
Superior of Dallas. Superior stock- 
holders will get one share of Great 
Southern for each 2% shares of Su- 
perior. The Texas state securities board 
has issued a permit allowing Great 
Southern to issue the additional shares, 
but President Pat M. Greenwood of 
Great Southern said the capital will 
be increased only to the extent re- 
quired by the actual number of Su- 
perior shares offered. So far more than 
86% of Superior stockholders have ac- 
cepted the offer. 

Bankers Life of Iowa’s new business 
issued and paid-for in August came 
to $46,005,000, up $17 million from 
August 1957. New ordinary business 
for the month totaled $18,973,000; 
group sales were $27,032,000. 
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EQUITABLE LIFE OF IOWA IN 


THE EAST CENTRAL STATES 


This group of states, rich in the history of our 
country, also leads the Nation in vegetable and 
fruit canning and production of coal. Here, too, 
is the District of Columbia, the first carefully 
planned capitol of the world. We are proud of 

this group of states and the seven Equitable 
general agents and their agency associates 

who so ably serve the life insurance 
needs of their citizens, 


LIFE INSURANCE COMPANY OF IOWA 





William F. Bell, CLU 
Richmond 






Matthew G. Harper, Jr. 
Roanoke 
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FieNATIONAL UNDERWRITER 


Murphy Tells Dangers Of Price-Cutting 


(CONTINUED FROM PAGE 5) 


through good training can the agent 
dramatize to his prospect the financial 
hazards of life and death which must 
be indemnified. Only through good 
training can an agent understand the 
needs of the businessman and only 
through good training:can the agent be 
successful and earn a good living for 
himself and his family. 

“If we continue to reduce premiums, 
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SUB-STANDARD ISSUES CONSIDERED 


If Basic Policy Includes Waiver of Premium, 


Rider will also include it. Ask for details. 


Ask us about the period during which guar- 
anteed conversion is provided under 10-Year; 
15-Year; 20-Year and Term to 65 Level Riders. 


All Riders are participating. 


If you want the most of the best in Level Term Riders, 
call The Man from Manhattan 


THe MANHATTAN LIFE 


Home Office: 120 West 57th Street, New York 19, N.Y. 


Over a Billion of 


’ 


frequently at the expense of agents 
commissions, we may some day dis- 
cover that the government is the only 
organization that can afford to be in 
the life insurance business. The next 
time one of your agents asks you, ‘If 
other companies can do it, why can’t 
we?’ remember that only one company 
out of the more than one thousand in 
business today can have the lowest 


a / Manhattan Life's 4 New LEVEL TERM RIDERS HAVE 


Built-In Guarantee of 


Future Insurability 
esi deat “50,000 


on basis of up to $2,000 per $1,000 of sum insured 


under the basic Manhattan Life Policy (Term p 


JUST ONE EXAMPLE: 


price at any given moment.” he said. 

In scoring “the bargain basement 
concept of life insurance, he advised 
his listeners that the higher the pre- 
mium per $1,000 the better the persist- 
ency.It is better by far to sell $10,000 of 
permanent and keep it in force than 
to sell $20,000 of low cost, low cash 
value ordinary or perhaps term only 
to see it lapse two years before the 
policyholder dies. 

Another obligation of management, 
Mr. Murphy pointed out, was to the 
leaders of the field organization. “It’s 
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Remember this about Manhattan Life Level Term Riders: 


e 1. Wide spread of issue ages: 5, 10, 15, and 20 Year 
s — Level Term Rider from ages 20 to 64 inclusive. Term to 
* age 65: ages 20 to 59, inclusive. 

* 2. Progressive, Personalized Underwriting that considers 
sub-standard issues up to 1,000% Mortality on the basic 
* policy as well as on any Rider. 





of NEW YorK, 


5-Year Level Term Rider for 
$50,000 Attached to Basic 
$25,000 Manhattan Life Policy 


INSURED GUARANTEED the Right to Convert 
to Permanent Insurance the Entire $50,000, or a part, 


4 . . 
j_-2 within 5 Years. (to age 40. Thereafter: 4 years, but not beyond age 65) 


The option to convert is exercisable any time during the specified period. The 
amount is not reduced or “pegged” by intermediate drops on specified dates. 


Insurance in Force 


INSURANCE COMPANY 


The Level Term Rider is available in most of 
the states in which the company operates. 
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your responsibility to provide Strong 
leadership and direction to the men 
and women in your agency, and it’s 
our responsibility to provide you the 
same leadership,” he said. The map. 
agerial group is of front rank impor. 
tance in terms of company growth, ang 
top management should take nothing 
for granted in communicating its 
thinking to this group. 

Another obligation to the men in the 
field was what Mr. Murphy terme 
“the keystone of our business” —moti. 
vation. This motivation, Mr. Murphy 
said, can be defined as simply “, 
dynamic force based solidly on a bed. 
rock of recognition and renumeration.” 

Since most of his listeners were 
representing successful companies, he 
concluded that management is dis. 
charging the obligations of remunera- 
tion successfully. It is the motivation 
of recognition which presents to 
management its real opportunity, he 
said. Mr. Murphy described the Way 
his organization handles this obliga- 
tion, running from newspaper adver- 
tisements featuring photographs and 
biographies of their agents to the 
bouquet of red roses that the wife of 
each manager received on her and her 
husband’s wedding anniversary. Speak- 
ing on the sales contests and incentive 
awards which his company sponsors, 
Mr. Murphy said that “we’re quite 
sure that an agent making $20,000 a 
year is not going to drive himself 12 
hours a day, six days a week during 
a contest to win a barbecue set he can 
pick up at his nearest supermarket for 
$18.95—-yet, this is exactly what hap- 
pens. The barbecue set is simply his 
excuse for an outstanding performance 

. . He knows that top management 
is well aware of his capabilities, and 
he will drive himself unmercilessly to 
stand strong and tall with the men 
whose respect and friendship he en- 
joys.” 


Must Interpret For Public 


Management’s responsibility to the 
public is that it must interpret the 
business to the lay people, since there 
are many chances for the business to 
be either misunderstood or not under- 
stood, Mr. Murphy said..He said that 
he believed life companies had done 
a ‘commendable job in discharging 
social and economic responsibilities to 
the American people but had not done 
very well in telling why and how the 
industry had gone about it. “As long 
as we have irresponsible individuals 
... who spend their time trying to 
think of clever new ways to say, ‘The 
life insurance companies own Amer- 
ica,’ we have a challenging job of 
education ahead of us.” 


Riggs Interim Manager 
For Oren Pritchard 


Russell H. Riggs has been appointed 
acting manager of the Indianapolis 
agency of Union Central Life during 
the coming year, and Oren D. Prit- 
chard, manager, has _ been granted 
leave of absence to serve as president 
of National Assn. of Life Underwriters. 

Before joining Union Central, Mr. 
Riggs was with William H. Block Co. 
in Indianapolis. He went with the 
Indianapolis agency of Union Central 
in 1955 and was appointed unit 
supervisor in 1957. 

Hear Donley At Indianapolis 

Robert C. Donley, associate editor 
of the Insurance Salesman, was speak- 
er at the Indianapolis A&H Assn.s 
opening meeting Sept. 8. His talk 
was titled “A&S Sales Ideas That Real- 
ly Work.” 
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DISCOVER 
THE 
DIFFERENCE 





THEY DID IN 1903* 
YOU CAN IN 1958 


You can Discover the Difference in 
1958 faster and easier than they did. 
If you’ re like many life underwriters 
you’ve been searching for the company 
which can help you make life insurance 
a career instead of a job without a defi- 
nite future. We feel we are the com- 
pany with the difference . . . here’s 
why: 

@ Top first year and renewal commis- 
sions for General Agents and Agents. 
(Liberal vesting provisions.) 

Office allowance to General Agents. 
Lifetime service fee. 
Liberal retirement plan. 


Hospital benefits for self, 
dependents. 

Disability income when sick or 
disabled. 

Group life insurance. 

Complete portfolio of modern policy 
forms for better production. 
Excellent sub-standard facilities en- 
abling you to serve a larger clientele. 


Important? Of course, because isn’t it 
true . . . you’ve been sO busy creat- 
ing security for others you’ve forgotten 
the most important person of all — 
yourself — and your own security at 
age 65? 

For more detailed information on these 
important differences contact: 


MARC F. GOODRICH, C.L.U., 
Assistant Director of Agencies 


*THE WRIGHT BROTHERS, 
whose desire to discover the dif- 
ference between walking and fly- 
ing led to their experiments with 
heavier-than-air craft, climaxed 
in 1903 with first successful 
flight at Kitty Hawk. 


SECURITY BENEFIT LIFE 


INSURANCE COMPANY 
TOPEKA, KANSAS 
Founded 1892 
A Mutual, Legal Reserve Company 
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Convention Dates 





Sept. 22-24, Life Office Management Assn., 
annual, Chalfonte-Haddon Hall, Atlantic 
City, N. J. 


Sept. 22-24, International Claim Assn., annual, 
French Lick Springs hotel, French Lick, Ind. 


Sept. 22-25, Assn. of Superintendents of In- 
surance of the Provinces of Canada, annual, 
Empress hotel, Victoria, B.C. 


Sept. 29, Fraternal Actuarial Assn., annual, Ho- 
tel Fontainebleau, Miami Beach. 

Sept. 29-Oct. 1, National Fraternal Congress, 
annual, Hotel Fontainebleau, Miami Beach. 


Sept. 29, National Assn. of Insurance Com- 
missioners, deficiency reserves and mortality 
tables review subcommittee, Leamington Ho- 
tel, Minneapolis. 

Sept. 30, National Assn. of Insurance Com- 
missioners, Zone IV, Leamington Hotel, Min- 
neapolis. 

Oct. 2-4, Society of Actuaries, annual, Nether- 
land Hilton hotel, Cincinnati. 


Gct. 6, National Assn. of Insurance Commis- 
sioners, regulation of advertising subcommit- 
tee, Edgewater Beach Hotel, Chicago. 


Oct. 6-7, Conference of Actuaries in Public 
Practice, Morrison hotel, Chicago. 

Oct. 6-10, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. 


Oct. 22-24, Life Advertisers Assn., annual meet- 
ing, Queen Elizabeth hotel, Montreal. 

Oct. 23-25, Midwest Management Conference, 
French Lick, Ind. 

Oct. 27-29, Health Insurance Assn., individual 
insurance forum, Drake hotel, Chicago 


Nov. 6-7, New York State Assn. of Life Under- 
writers, fall delegate ene St. Moritz 
hotel, Lake Placid, 


Nov. 10-13, Life Insurance Ageney Management 
Assn., annual, Edgewater Beach hotel, 
Chicago. 

Nov. 19-21, Institute of Home Office Under- 
writers, Hollywood Beach hotel, Hollywood 
Beach, Fla. 


Nov. 20, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 


Dec. 8-9, Assn. of Life Insurance Counsel, win- 
ter meeting, Waldorf-Astoria hotel, New 
York. 

Dec. 9, Institute of Life Insurance, annual, 
Waldorf-Astoria hotel, New York City. 


Dec. 10-11, Life Insurance Assn. of America, 
annual, Waldorf-Asteria hotel, New York. 


Dec. 15-19, National Assn. of Insurance Com- 
missioners, miuwinter, Roosevelt hotel, New 
Orleans. 

Dec. 28-29, American Assn. of University 
Teachers of Insurance, annual, LaSalle Ho- 
tel, Chicago. 

Feb. 20-21, New York State Assn. of Life Un- 
derwriters, general agents and managers 
mecune, Gideon Putnam hotel, Saratoga, 


IN-FORCE QUIZ KEY 


To enable you to check your answers 
on the in-force ranking quiz on page 
10, here is the correct ranking of 
companies by life insurances in force, 
as of Jan. 1, 1958, as compiled by the 
National Underwriter Co.: 


1 Metropolitan, 2 Prudential, 3 Eq- 
uitable Society, 4 Travelers 5 Aetna 
Life, 6 John Hancock, 7 New York Life, 
8 Connecticut General, 9 Northwestern 
Mutual, 10 Lincoln National, 11 Sun of 
Canada, 12 Occidental of California, 
13 Mutual of New York, 14 Massach- 
usetts Mutual, 15 New England Life, 
16 National Life & Accident, 17 Con- 
tinental Assurance, 18 Penn Mutual, 
19 London Life, 20 American National, 
21 Mutual Benefit Life, 22 Western & 
Southern, 23 Connecticut Mutual, 
24 Cuna Mutual, 25 Great-West, 
26 Bankers of Iowa, 27 Franklin Life, 
28 Canada Life, 29 General American, 
30 Manufacturers, 31 State Mutual, 
32 Union Central, 33 Pacific Mutual, 
34 Mutual of Canada, 35 Provident 
Life & Accident, 36 Life of Virginia, 
37 Provident Mutual, 38 National Life 
of Vermont, 39 Old Republic, 40 Con- 
federation, 41 California-Western 
States, 42 Phoenix Mutual, 43 Home 
Life of New York, 44 Minnesota Mutu- 
al, 45 Northwestern National, 46 Crown 
Life 47 Jefferson Standard 48 United 
Benefit, 49 Washington National, 50 
Southwestern Life. 


Bankers Mutual Life of Freeport, 
Iil., is now licensed in Minnesota. The 
company, in addition to Illinois, is 
also licensed in Michigan and Missouri. 
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CAL-WESTERN LIFE 


is known as a 





Financial Security 


A Cal-Western Life agent receives FREE group life, and 
hospitalization insurance for himself and his entire family 
. . . and an attractive, company-sponsored income plan 
makes happy retirement a sure thing! It’s the same finan- 
cial security a Cal-Western Life agent sells! 
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REINSURANCE 


REMEMBER THAT 


Our Regional Office staff 
in your area includes a 
specially trained Under- 
writer in the A & S lines, 
to handle your inquiries 
and requirements. He’s 
as close as your tele- 
phone! 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


SAN FRANCJSCO 
100 Bush St. 


CHICAGO 
175 W. Jackson 


NEW YORK 
107 William St. 











WOMEN ASWELL AS MEN WHO B® 
REPRESENT CbedmonjeV Ueuld, 
KNOW THEIR CONTRACT IS 
THE KEY TO A WORTHWHILE 
AND REWARDING CAREER 
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LIAMA Study Would 
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Be Highly Credible 


(CONTINUED FROM PAGE 1) 


of “real” dollars for a man who had 
improved his skills in the decade 
could not be regarded as a satisfac- 
tory performance, he agreed. 

Asked whether it wouldn’t be a good 
idea for the NALU compensation com- 
mittee to find out from the depart- 
ment what kind of study results would 
carry the most weight, Mr. Sackman 
said the department couldn’t be ex- 
pected to tell the committee how to 
set up its study but he indicated that 
once its scope and techniques had 
been tentatively decided upon, the 
department would be glad to assist in 
any practicable way to facilitate the 
study. 

In spite of his willingness to discuss 
such an undertaking with the NALU 
compensation committee, Mr. Sackman 
made it clear that his present view 
is that commissions permitted by the 
New York insurance law are based 
on sound appraisals of suitable com- 
mission scales, and that the living 
costs that afflict the agent are offset 
by the fact that these higher costs al- 
so require people to buy more life in- 
surance, thereby keeping up _ the 
agents’ earnings. 

As evidence of this, Mr. Sackman 
mentioned the rise in ordinary sales 
in the state of New York during the 
past decade. In 1947 they were a shade 
under $2 billion. In 1957 they were 
$5,538,000,000. 


Increase In Company Total 


As further evidence, he noted the 
tremendous increase in the number 
of life companies in the past decade, 
with a total today of more than 1,300. 
He observed that several new compa- 
nies have been incorporated in New 
York in that time and others domiciled 
outside the state have been licensed 
here. 

“This is good evidence that the 
agency system is on a sound basis 
and that the New York-licensed com- 
panies are getting their fair share of 
business,” he said. 

The great increase in membership 
in the Million Dollar Round Table, 
which this year numbers 2,987, was 
cited by Mr. Sackman as indicating 
that the agent with ability, who works 
hard, can make out all right. He noted 
that a big majority of qualifiers repre- 
sent New York-licensed companies. 
(A check of the MDRT roster shows 
that of the 2,925 members indicating 
a company affiliation, 2,066, or 70142%, 
represent New York-licensed compa- 
nies.) 


Can’t Shield Incompetents 


Facts indicating that agents are not 
able to maintain a reasonably good 
standard of living because of present 
commission limitations would carry 
weight with the department, but Mr. 
Sackman feels that there is adequate 
evidence that the commissions per- 
mitted by the present law are suffi- 
cient for the agent who has the know- 
how and works hard. He emphasized 
that commissions can’t be allowed to 
rise just to protect the incompetents. 

The amount of free service work 
that agents do because they feel a 
professional obligation, even though 
the prospect’s group coverage, Nation- 
al Service life insurance, company 
pension, and federal social security 
coverage pretty much rule him out as 
a buyer, has often been cited as a 
reason why agents should be paid a 
higher rate of commission on the in- 
surance they are able to sell. 


Mr. Sackman does not buy this. Any 
free service work is part of the sala 
approach, he believes. There has to be 
a certain amount of non-productiye 
work but the productive work make, 
up for it, he said. Also, he feels tha} 
group, social security, etc., actually 
help the sale of life insurance rathe 
than hindering it. 


Term Sales Balance Out 


How about the great increase jp 
sale of term insurance and contracts 
containing a large term element? This 
would tend to make sales figure 
somewhat misleading as an index of 
agents’ earnings, he agreed, but re. 
marked that the fact that term insyr. 
ance carries a lower rate makes it eas. 
ier to sell—commission rates are sup- 
posed to be pitched so that, in theory 
at least, it takes about the same sales 
effort to earn $100 selling term insur. 
ance as to earn $100 selling ordinary 
life or endowment insurance. 

Mr. Sackman pointed out that the 
New York law has to do justice not 
only to the agent but to the public, and 
that any change in the commission 
limits has to be looked upon as a long 
term measure, for once they have been 
raised it is difficult, if not impossible. 
to get them down again. 

To sum up, it seems that Mr. Sack- 
man and others in the department will 
listen with interest and an open mind 
to the results of a study of agents’ 
earnings but it is equally obvious 
that Mr. Sackman at present sees no 
basis for a boost in the commission 
limits. 


Benjamin Kendrick Of LIA 
To Address U.S. Chamber 


Retirement Planning Panel 

Benjamin B. Kendrick, assistant di- 
rector of Life Insurance Assn. of 
America, will be the _ introductory 
speaker at a panel session on financial 
planning for retirement which will be 
a feature of the U.S. Chamber of Com- 
merce’s national conference on indi- 
vidual planning for retirement. The 
conference, scheduled for the Shera- 
ton hotel in Chicago, Oct. 2, will be 
held for business executives and com- 
munity leaders. 

William A. McDonnell, president of 
the chamber, said that the purpose of 
the conference is to encourage indi- 
vidual initiative in planning adequate 
income, good health and new interests 
for the years which lie beyond retire- 
ment. 


Variable Annuity Life 


Protests Name Similarity 


David Kreeger, leading incorporator 
of the proposed Governent Employees 
Variable Annuity Life, said the re 
ported protest of Variable Annuity Life 
against use of the proposed name 1s un- 
der study. 

The application to incorporate must 
be passed upon by the district of Co- 
lumbia corporation counsel and Su- 
perintendent Jordan. The latter said 
he had received the protest, but it 
had not yet gone to the corporation 
counsel. Mr. Jordan has jurisdiction 
over it. 

Mr. Kreeger said it would be some 
time before the corporation project 
can be completed. He said more than 
six months was required to complete 
the comparable job in the case 0 
Government Employees Life. 





was | 
sessic 
prese 
and | 
speci: 
ficer. 
The 
D. Pr 
tral I 
talk ¢ 
Pritcl 
buildi 
agent 
The 
Adarr 
menti 
dence 
leade! 
conve 
the 
clear 
in th 
with 
heade 


Discu 


Du 
reque 
of Io 
the K 
ton a 
bers ; 
cers 
wisdo 
buildi 
NALI 
the bi 
dispos 
and ¢ 
persu 
others 


r 29, 1959 


ible 


F this, Any 
; the sale 
has to be 
productive 
ork makes 
feels that 
’ actually 
1ce rather 


crease in 
contracts 
lent? This 
’S figures 
index of 
» but re. 
rm insur- 
Kes it eas. 
; are sup- 
in theory 
ame sales 
rm insur- 
| ordinary 


that the 
ustice not 
ublic, and 
yMmission 
as a long 
have been 
npossible, 


Mr. Sack- 
ment will 
pen mind 
f agents’ 

obvious 
t sees no 
mmission 


f LIA 
mber 


Panel 
istant di- 
Assn. of 
-oductory 
financial 
h will be 
of Com- 
on indi- 
ent. The 
e Shera- 
will be 
ind com- 


sident of 
irpose of 
ge indi- 
adequate 
interests 
d retire- 


rity 
yrporator 
nployees 
the re- 
uity Life 
ne is un- 


ate must 
t of Co- 
and Su- 
ter said 
, but it 
poration 
isdiction 


be some 
project 
pre than 
-omplete 
case of 











Seotember 20, 1958 


Lester O. Schriver Gets 
J. N. Russell Award 
At Dallas Convention 


(CONTINUED FROM PAGE 1) 
monographs and articles on Lincoln. 
He is a trustee of Illinois State Teach- 
ers College, Lincoln Memorial Univer- 
sity, and MacMurray College, the lat- 
ter two of which have conferred on 
him doctorates of laws and of human- 
ities, respectively. A graduate of Syra- 
cuse, he received last May the uni- 
versity’s George Arents pioneer medal 
and scroll for “excellence in insur- 


ance.” 


Received Two Gold Medals 


Mr. Schriver received two Freedoms 
Foundation gold medals, one for a 
public address, ““Wanted—Statesmen,” 
in 1951 and the other for an editorial 
in Life Association News, “What Man- 
ner of Man,” in 1952. 

As part of the Russell award cere- 
mony, Mr. Walker read the names of 
former winners. It was noteworthy 
that while all the award winners who 
were present got a round of applause 
as their names were read there was 
one former winner—Charles E. Clee- 
ton—whose name brought sincere and 
enthusiastic applause even though he 
had already left the convention. 

Mr. Cleeton, general agent of Occi- 
dental of California at Los Angeles, a 
past president of NALU was chairman 
of the recently resigned NALU build- 
ing committee. The gathering’s warm 
applause was a tribute to Mr. Clee- 
ton’s work in behalf of the NALU 
headquarters building project, a labor 
which was in large measure responsi- 
ble for his winning the award several 
years ago. 


Ovation For Cummings 


For another former winner there 
was a rising ovation: O. Sam Cum- 
mings of Dallas, Texas state agent of 
Kansas City Life, former president of 
NALU has been ill with arthritis and 
was not able to be at the convention 
sessions prior to the “brunch.” He was 
present for this final session, however, 
and his arrival was the occasion for 
special tribute from the presiding of- 
ficer. 

The incoming NALU president, Oren 
D. Pritchard, manager of Union Cen- 
tral Life at Indianapolis, gave a brief 
talk on plans for the coming year. Mr. 
Pritchard emphasized the task of 
building prestige for the individual 
agent. 

The retiring president, Albert C. 
Adams, John Hancock, Philadelphia, 
mentioned the re-cementing of confi- 
dence between the association and its 
leaders that had taken place at the 
convention. This was an allusion to 
the national council’s indirect but 
clear and definite vote of confidence 
in the board of trustees in its dispute 
with the former building committee, 
headed by Mr. Cleeton. 


Discussed Before Council 


During the council meeting, at the 
request of Howard Manning, Equitable 
of Iowa, Kansas City, who represented 
the Kansas City association, Mr. Clee- 
ton and two of his committee mem- 
bers and Mr. Adams and several offi- 
cers and trustees had discussed the 
wisdom of giving up the C street 
building site at Washington on which 
NALU had planned to build but which 
the board of trustees voted recently to 
dispose of because of problems of cost 
and deed restrictions. Despite highly 
persuasive talks by Mr. Cleeton and 
others on his committee, the council 
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Union Central Sells HO 


Building In Cincinnati 


Union Central Life has sold its 34- 
story home office building to Brooks, 
Harvey & Co., national mortgage 
specialists and investors of New York 
City. 

The company plans to build a new 
home office in a Cincinnati suburb 
and is considering several sites. It will 
continue to occupy space in the present 
building until its new headquarters 
are ready. 

The Union Central building, con- 
taining 618,000 square feet, is one of 
the largest office buildings in the mid- 
west. 


Sheehan Holds Club Dues 


Necessary Business Expense 


ST. PAUL—Club expenses are legi- 
timate deduction from federal income 
taxes, Commissioner Cyril Sheehan of 
Minnesota contends in a petition filed 
with the U.S. tax court in Washington. 
He is disputing the government’s claim 
that he owes nearly $1,500 in addi- 
tional federal income taxes for 1955 
and 1956. 

In his petition Commissioner Shee- 
han said he should be allowed to 
deduct 75% of his bills at the St. Paul 
Athletic Club and the Town & Country 
Club as business expenses. He contends 
he maintains memberships in the two 
clubs because he often has to enter- 
tain insurance officials from other 
states. 

The government contends that the 
club costs do not constitute “necessary 
and proper” business expenses. 





supported the trustees’ position de- 
cisively. 

The “brunch” was also the occasion 
for the presentation of a gold cigarette 
box, inscribed with the signatures of 
each officer and trustee, to the retir- 
ing president. The presentation was 
made by A. Jack Nussbaum, Massa- 
chusetts Mutual Life, Milwaukee, im- 
mediate past president of NALU. 

Mrs. Adams and Mrs. Pritchard 
were given bouquets, and as a special 
added feature were given Maunaloa 
leis, made of Vanda orchids, which 
former Trustee Q. L. Ching, Prudential, 
Honolulu, had flown in for the occa- 
sion. 
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Enjoy the prestige and profit that comes from building your own agency with a company 
having a tradition of service and unlimited prospects for growth! The State Life offers 
tremendous opportunities in many states with an agency building contract that is unsur- 
passed. Write in confidence and get the details. No obligation. 
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MORE ROOM AT THE TOP 


Since just the beginning of this year, the roster of Western Life’s Superin- 
tendents of Agencies has grown from four to 14, two new regional vice presidents 
have been appointed, and the Home Office executive staff greatly enlarged! 

This means more—many more—good jobs at the top at Western. 

Western fieldmen work with zest and enthusiasm, because they are associated 
with a company which has a sound reputation for helping its agents get ahead. To 
learn what Western can offer you, write or wire us today. 


— 
nee 


Insurance in Force over $380,000,000 Assets over $84,000,000 





Western Life 
Western Life Building 
Helena, Montana 










R. B. Richardson, Pres. 
Lee Cannon, Agency V. P. 
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Prudential 


Howard A. Austin Jr., 2nd _ vice- 
president at the Boston regional home 
office, will be assigned to the Canadian 
head office and William P. Lynch, 
2nd vice-president at the Jacksonville 
regional home office, will be transfer- 
red to the Boston regional home office 








ADVERTISED 
IN 55 
NEWSPAPERS 


Advertisements similar 
to this one are targeted 
at the prospects of 

our representatives. 

Each advertisement 
features a particular 
policy; thus affording 
the local agent a 

“hard selling” partner. 
These advertisements 

will reach millions 

of readers throughout 
our territory, building 
prestige for the company 
and developing prospects 
for the agent. 

The fine promotional 
assistance rendered by 
the newspapers and 
reprints of our ads, 
furnished by the Home 
Office, are additional 
ammunition. 

All this, coupled with our 
top-notch policies and 
sales aids, will help you 
sell more under 


PAN-AMERICAN’S 
CAREER CONTRACT 





























President 


Manu 
Vice-Pres. & Agency Director 
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Changes In The Field 


to succeed Mr. Austin. The changes 
will be effective Nov. 3. 

Mr. Austin has been with Prudential 
since 1938 when he joined the com- 
pany at Kansas City, Mo. He was 
later assigned to the home office in 
Newark and, in 1952, was promoted 
to executive director of agencies. He 
also served in the Minneapolis regional 


Dad... 


will you remember me? 





Pan-American’'s Juvenile 6-Star 
Plan can guarantee your child all 
the nicer things in life 


This is a plan every father should discuss with his friendly Pan- 
American agent. Consider these advantages: 
(1.) Insurance on your child that (2.) DOUBLES the amount of the 
policy’s face value at age 25 and (3.) can pay for a college education 
or (4.) provide a start in business. (5.) At age 65—RETIREMENT! 
(6.) If father dies or is disabled prior to child’s 
FUTURE PREMIUMS are waived and DOUBLE the face amount of 
the policy will be “paid up” for LIFE when child becomes twenty-five! 
This plan offers so many benefits—it assures such security and happi- 
ness—it is so sound and economical—that every parent should under- 
stand the many advantages of this “Juvenile 6-Star Plan”. 
Liberal annual quantity discount, plus a generous discount for premiums 
paid in advance of current premium year. 


For a friendly, helpful discussion, call 


General Agent's 
Name and 
Address go here 


Among the top 10% of 
U. S. life insurance 
companies—writing 
more than 90% 

of all life 


home office and was elected a 2nd vice- 
president in 1956. He has been at the 
Boston regional home office since 1957. 

Mr. Lynch joined Prudential at Jer- 
sey City in 1937, and was named man- 
ager of a Long Island, N.Y., district 
office in 1945. The following year he 
was assigned to the home office to 
assist in a sales personnel training pro- 
gram, and in 1948 became training 
director. He was elected 2nd vice-pres- 
ident in 1949 and transferred to the 
Jacksonville regional home office in 
1955. 


25th birthday—all 
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Pan-American Life 


Insurance Company 


A Mutual Company ¢ New Orleans, U. S. A. 
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Vincent J. Murphy Jr. has been 
promoted to assistant counsel in the 
law department of the Boston regional 
home office. He is the first of the 





William P. Lynch Howard A. Austin 


company’s legal advisers to be moved 
from the home office in Newark to 
the Boston regional home office. 


Southwestern Life 

Dr. William H. Lindsey has joined 
the medical staff of the underwriting 
department. He has been practicing 
in Arkansas and Texas for the past 
several years. 


Washington National 

Five members of the group depart- 

ment have been promoted: 

— Dale  Darland, 
now 2nd vice- 
president, contin- 
ues in charge of 
the teacher group 
division and is 
also responsible 
for organizing the 
recruiting and 
training of new 
group field repre- 
sentatives from 
various colleges 
and _ universities 
throughout the country. 

Named 3rd vice-presidents are: C. D. 
Smith, in charge of all group, exclusive 
of teacher group business. He was 
group regional director, eastern terri- 
tory; W. J. Herrmann, in charge of 
group administrative operations in the 
home office and field; R. W. Raymond, 
formerly group regional director, who 
continues with the teacher group divi- 
sion in charge of eastern territory 
operations. 

Frank Watt, supervisor of the Chi- 
cago group office, is being transferred 
to the home office with the title of 
group regional director. The company 
also recently established a new plan- 
ning division and promoted John 





Dale Darland 
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Pensock to manager. The _ division, | 





MANAGEMENT | 
4, CONSULTANTS 











O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE. Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 
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CONSULTANTS 







IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGUAASSOCIATES 





521 FIFTH AVENUE 
NEW YORK 17,N.Y. 





ONE NORTH LASALLE ST. 
CHICAGO 2, ILLINOIS 
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which is to coordinate the new auto- 
mation program with the company’s 
other work on methods and procedures, 
incorporates the automation and meth- 
ods sections. Mr. Pensock will also 
continue in direct supervision of the 
automation section, the position fo 
which he was assigned last January. 
David Way, named supervisor of the 
methods section also in January, will 
continue in the same capacity under 
the new planning division setup. 


Phoenix Mutual 


Paul J. C. Haggard has advanced 
from 2nd vice-president to vice-presi- 
dent, and J. Kenneth Sullivan has 
gone from treasurer to. secretary- 
treasurer. Mr. Haggard joined Phoenix 
Mutual’s legal department in 1932 and 
advanced to 2nd _ vice-president in 
1954. Mr. Sullivan, who was with sev- 
eral accounting firms before joining 
Phoenix Mutual in 1931, has been 
treasurer since 1954. 


Mutual Of New York 


Ralph Alpert, Claud P. Barrett and 
Irving M. Stone, former assistant 
managers at Boston, Knoxville and 
New York, respectively, have been 
promoted to the sales department staff 
for a program of managerial training. 
Mr. Alpert entered the business in 
1937 and was chief of the underwriting 
division of National Service Life until 
1953, when he joined Mutual at Bos- 
ton. He was appointed assistant man- 
ager in 1956. Mr. Barrett had been 
district manager of Bankers Life & 
Casualty at Knoxville until January 
when he became assistant manager 
for Mutual. Mr. Stone has been with 
the company since 1953, and was 
appointed assistant manager in 1956. 


Lincoln National Life 
William A. Grew has been promoted 
to assistant actuary. 


Equitable Society 


Robert L. Zellman has been ap- 
pointed production manager and de- 
partment administrator of the city 
mortgage department and William 
McCurdy becomes associate manager 
of industrial securities in the security 
investment department. Mr. Zellman, 
production manager since 1952, joined 
the company in 1939 as an assistant on 
the vice-president’s staff. In 1947 he 
was appointed superintendent. Mr. 
McCurdy has been assistant manager 
of industrial securities since 1955 
when he first joined the firm. 


National Life Of Vermont 


Weldon T. Hames, recently ap- 
pointed home office supervisor of 
National Life of Vermont, for 17 years 
was general agent at Memphis for 
Penn Mutual. With National Life his 
current assignment is to hire and train 
general agents in the south central 
area, the territory in which National 
Life is not presently represented. 


Union Labor Life 


James M. Larson has been appointed 
assistant agency manager at the home 
office. He has been field representa- 
tive at Washington, D.C., and from 
1953 to 1955 was group service rep- 
resentative at the home office. 


Metropolitan Life 


Ernest K. Beckley, former executive 
assistant of field training, has been 
named assistant superintendent of 
agencies. He started with the company 
at Harrisburg in 1941 and was later 
appointed assistant manager at York. 
From 1948 to 1952 he held field train- 
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ing positions in the Pennsylvania area 
and then became manager at Wash- 
ington, Pa. He was transferred to 
Easton in 1955 and continued there 
until late last year when he became 
executive assistant of field training. 

Dr. Paul I. Robinson, major general, 
U. S. army medical corps, retired, has 
been appointed to the newly created 
post of coordinator of medical rela- 
tions. Most recently, he has been the 
organizer and administrator of the 
Office of Dependent’s Medical Care 
(Medicare) in the Surgeon General’s 
office. 


Sun Life Of Canada 


A. R. Hasley, assistant superinten- 
dent of agencies in the group division 
since 1951, has been named executive 
assistant and P. S. Mathewson, who 
has been assistant superintendent of 
agencies for western Canada _ since 
1952, becomes associate superinten- 
dent of agencies for the southern, 
overseas, division. Mr. Hasley entered 
the claims department in 1924 and 
later transferred to the agency depart- 
ment as chief clerk. In 1947, he was 
appointed inspector of agencies. Mr. 
Mathewson joined the company at 
Vancouver and then went to the home 
office in 1951 as inspector of agencies. 


National Fidelity 


Eugene B. Zachman has been pro- 
moted to manager of the group de- 
partment of National Fidelity Life. He 
has been in the department since 
February, and before that was with 
a Kansas City public relations firm. 

Richard Smith has been named con- 
troller. He joined National Fidelity’s 
accounting staff in February, and was 
with a Kansas City accounting firm 
previously. 


COMMERCIAL & INDUSTRIAL 
LIFE of Houston has named Lee W. 
Sherman as president to succeed M. A. 
Backlund, who died Aug. 26. Mr. 
Sherman joined the company in 1948 
and became vice-president in 1950. 
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Prudential 


Howard A. Austin Jr., 2nd vice- 
president at the Boston regional home 
office, will be assigned to the Canadian 
head office and William P. Lynch, 
2nd vice-president at the Jacksonville 
regional home office, will be transfer- 
red to the Boston regional home office 


HteNATIONAL UNDERWRITER 


Changes In The Field 


to succeed Mr. Austin. The changes 
will be effective Nov. 3. 

Mr. Austin has been with Prudential 
since 1938 when he joined the com- 
pany at Kansas City, Mo. He was 
later assigned to the home office in 
Newark and, in 1952, was promoted 
to executive director of agencies. He 
also served in the Minneapolis regional 
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home office and was elected a 2nd vice- 
president in 1956. He has been at the 
Boston regional home office since 1957. 

Mr. Lynch joined Prudential at Jer- 
sey City in 1937, and was named man- 
ager of a Long Island, N.Y., district 
office in 1945. The following year he 
was assigned to the home office to 
assist in a sales personnel training pro- 
gram, and in 1948 became training 
director. He was elected 2nd vice-pres- 
ident in 1949 and transferred to the 
Jacksonville regional home office in 
1955. 












insurance. 
































at. Pan-American Life 


Insurance Company 


A Mutual Company @ New Orleans, U. S. A. 





September 20, 1953 


Vincent J. Murphy Jr. has been 
promoted to assistant counsel in the 
law department of the Boston regional 
home office. He is the first of the 





William P. Lynch Howard A. Austin 


company’s legal advisers to be moved 
from the home office in Newark to 
the Boston regional home office. 


Southwestern Life 

Dr. William H. Lindsey has joined 
the medical staff of the underwriting 
department. He has been practicing 
in Arkansas and Texas for the Past 
several years. 


Washington National 

Five members of the group depart- 
ment have been promoted: 

Dale Darland, 
now 2nd vice- 
president, contin- 
ues in charge of 
the teacher group 
division and _ is 
also responsible 
for organizing the 
recruiting and 
training of new 
group field repre- 
sentatives from 
various colleges 
and_ universities 
throughout the country. 

Named 3rd vice-presidents are: C. D. 
Smith, in charge of all group, exclusive 
of teacher group business. He was 
group regional director, eastern terri- 
tory; W. J. Herrmann, in charge of 
group administrative operations in the 
home office and field; R. W. Raymond, 
formerly group regional director, who 
continues with the teacher group divi- 
sion in charge of eastern territory 
operations. 

Frank Watt, supervisor of the Chi- 
cago group office, is being transferred 
to the home office with the title of 
group regional director. The company 
also recently established a new plan- 
ning division and promoted John 
Pensock to manager. The _ division, 
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which is to coordinate the new auto- 
mation program with the company’s 
other work on methods and procedures, 
incorporates the automation and meth- 
ods sections. Mr. Pensock will also 
continue in direct supervision of the 
automation section, the position fo 
which he was assigned last January. 
David Way, named supervisor of the 
methods section also in January, will 
continue in the same capacity under 
the new planning division setup. 


Phoenix Mutual 


Paul J. C. Haggard has advanced 
from 2nd vice-president to vice-presi- 
dent, and J. Kenneth Sullivan has 
gone from treasurer to secretary- 
treasurer. Mr. Haggard joined Phoenix 
Mutual’s legal department in 1932 and 
advanced to 2nd _ vice-president in 
1954. Mr. Sullivan, who was with sev- 
eral accounting firms before joining 
Phoenix Mutual in 1931, has been 
treasurer since 1954. 


Mutual Of New York 


Ralph Alpert, Claud P. Barrett and 
Irving M. Stone, former assistant 
managers at Boston, Knoxville and 
New York, respectively, have been 
promoted to the sales department staff 
for a program of managerial training. 
Mr. Alpert entered the business in 
1937 and was chief of the underwriting 
division of National Service Life until 
1953, when he joined Mutual at Bos- 
ton. He was appointed assistant man- 
ager in 1956. Mr. Barrett had been 
district manager of Bankers Life & 
Casualty at Knoxville until January 
when he became assistant manager 
for Mutual. Mr. Stone has been with 
the company since 1953, and was 
appointed assistant manager in 1956. 


Lincoln National Life 
William A. Grew has been promoted 
to assistant actuary. 


Equitable Society 


Robert L. Zellman has been ap- 
pointed production manager and de- 
partment administrator of the city 
mortgage department and William 
McCurdy becomes associate manager 
of industrial securities in the security 
investment department. Mr. Zellman, 
production manager since 1952, joined 
the company in 1939 as an assistant on 
the vice-president’s staff. In 1947 he 
was appointed superintendent. Mr. 
McCurdy has been assistant manager 
of industrial securities since 1955 
when he first joined the firm. 


National Life Of Vermont 


Weldon T. Hames, recently ap- 
pointed home office supervisor of 
National Life of Vermont, for 17 years 
was general agent at Memphis for 
Penn Mutual. With National Life his 
current assignment is to hire and train 
general agents in the south central 
area, the territory in which National 
Life is not presently represented. 


Union Labor Life 


James M. Larson has been appointed 
assistant agency manager at the home 
office. He has been field representa- 
tive at Washington, D.C., and from 
1953 to 1955 was group service rep- 
resentative at the home office. 


Metropolitan Life 


Ernest K. Beckley, former executive 
assistant of field training, has been 
named assistant superintendent of 
agencies. He started with the company 
at Harrisburg in 1941 and was later 
appointed assistant manager at York. 
From 1948 to 1952 he held field train- 
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ing positions in the Pennsylvania area 
and then became manager at Wash- 
ington, Pa. He was transferred to 
Easton in 1955 and continued there 
until late last year when he became 
executive assistant of field training. 

Dr. Paul I. Robinson, major general, 
U. S. army medical corps, retired, has 
been appointed to the newly created 
post of coordinator of medical rela- 
tions. Most recently, he has been the 
organizer and administrator of the 
Office of Dependent’s Medical Care 
(Medicare) in the Surgeon General’s 
office. 


Sun Life Of Canada 


A. R. Hasley, assistant superinten- 
dent of agencies in the group division 
since 1951, has been named executive 
assistant and P. S. Mathewson, who 
has been assistant superintendent of 
agencies for western Canada _ since 
1952, becomes associate superinten- 
dent of agencies for the southern, 
overseas, division. Mr. Hasley entered 
the claims department in 1924 and 
later transferred to the agency depart- 
ment as chief clerk. In 1947, he was 
appointed inspector of agencies. Mr. 
Mathewson joined the company at 
Vancouver and then went to the home 
office in 1951 as inspector of agencies. 


National Fidelity 


Eugene B. Zachman has been pro- 
moted to manager of the group de- 
partment of National Fidelity Life. He 
has been in the department since 
February, and before that was with 
a Kansas City public relations firm. 

Richard Smith has been named con- 
troller. He joined National Fidelity’s 
accounting staff in February, and was 
with a Kansas City accounting firm 
previously. 


COMMERCIAL & INDUSTRIAL 
LIFE of Houston has named Lee W. 
Sherman as president to succeed M. A. 
Backlund, who died Aug. 26. Mr. 
Sherman joined the company in 1948 
and became vice-president in 1950. 
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HeNATIONAL UNDERWRITER 


Says Sell Selling Career, Not Management Opportunities 


The total effect is to build up 
“management” in the minds of the 
new and old agents as the goal, the 
sum total of all that is to be desired 
in life. It is making the agent’s job 
merely a stepping stone to manage- 
ment and not a desirable end in it- 
self. This continuous glamorizing of 
management work downgrades life 
underwriting as a career and is often 
done at the expense of the prestige 
of the life underwriter’s job. 


The promiscuous offers of future 
management opportunities to  pros- 
pective agents can become boomer- 


angs—they can come back to plague 
us, since it is impossible to make good 
on all of these promises, or even a 
few of them. They can be the cause 
of many evils in our business: high 
- turnover, high costs, bad morale, loss 
of prestige, and the weakened leader- 
ship of the manager. And some of 
these difficulties may come from a 
lack of true appreciation of the tre- 
mendous opportunities and job satis- 
factions in a career as a life under- 
writer. 

Today, selling life insurance has be- 
come a professional career with the 
characteristics of any other profes- 
sion. Like the professions of medicine 
and law, it is based on a science; 
it requires as much technical prep- 
aration; it places improvement of the 
profession as a whole above the in- 
terests of the individual; and it works 
to serve the welfare of society. 

If we think about this professional 
aspect, it will help us to understand 
how true advancement is made by a 
life underwriter. A doctor or lawyer 
advances by establishing a reputation 
for skill and understanding, by build- 
ing a larger and larger clientele and 
by achieving increasing financial suc- 
cess. 

Now, would a doctor’s appointment, 
let us say, as a full-time professor at 
a medical school or his election as 
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(CONTINUED FROM PAGE 2) 
county health officer indicate ad- 
vancement? Would a lawyer’s election 
as district attorney mean he has re- 
ceived a promotion? 

If our answer is “yes” we must 
qualify it by pointing out that “pro- 
motion” in either case means aban- 
doning his clients and beginning an 
entirely new career. 

Would a million dollar producer 
consider a salaried position as a pro- 
motion? Would it be considered an 
advancement in his career? No, of 
course not. But some of this thinking 
from general business carries over in- 
to life insurance. 


Other Businesses Differ 


In almost every other business, ad- 
vancement is indicated only by prog- 
ress through a series of jobs and titles 
in the organization. Opportunities for 
creative selling are very limited and 
the main road to advancement is al- 
ways through management. If you 
are a meat salesman, your only road 
to advancement is to become the sales 
manager. 

Carrying over this thinking to our 
business, it is only natural that some 
of our prospective agents and estab- 
lished agents might feel an appoint- 
ment to management is evidence of 
progress made in the job of career 
underwriting. But is it? 

It seems to me that the greatest 
thing we have to sell is selling—not 
management. Let’s not sell selling 
short! Let’s get back to fundamen- 
tals. It is the tremendous opportuni- 
ties that a career in life underwriting 
offers to men without special training 
and without capital that is the foun- 
dation of our American agency 
system. 


All of you know these things better. 


than I do, but sometimes we “need 
to take a few minutes and re-sell our- 
selves on life insurance selling. 


Agent’s Basic Satisfactions 


Let’s look at some of the _ basic 
satisfactions that a life underwriter 
finds in his job and seriously consider 
whether management would provide 
more satisfaction for him. We are not 
talking down management—manage- 
ment is necessary and is here to stay. 
We are saying that selling can satisfy 
the ambitions of almost anyone. 

1. Independence and freedom of ac- 
tion: Many of our leading agents have 
told us they became a Nylic agent to 
get away from the close supervision 
and regimentation of a salaried job 
and above all else wanted the inde- 
pendence and freedom offered by life 
underwriting. In three different job 
satisfaction surveys that New York 
Life has made among its agents over 
the last 10 years they have told us 
they receive more satisfaction from 


this freedom than anything else in 
their job. 
An established life underwriter 


comes and goes pretty much as he 
pleases. He selects his own clients, 
plans his own work and uses only 
those methods and sales techniques 
he likes and finds work well for him. 
He is his own boss. 


Harry McColl As Example 


When I think of the independence 
and freedom a successful life insur- 
ance agent enjoys, I think of Harry 
McColl, out in Colorado Springs, one 
of our former Top Club presidents and 
many years a multi-million dollar pro- 
ducer. While Harry may not be typ- 
ical, there are certainly many like 


him in your company and my com- 
pany. 

Harry and his wife have a large 
modern home in the beautiful Broad- 
moor section of Colorado Springs, 
where he plays golf and swims two 
or three afternoons a week. He is a 
member of the very exclusive Garden 
of the Gods Club. Harry works very 
hard when he works, putting in long 
hours under great self-generated pres- 
sure—but he takes frequent vacations 
with his wife, when he feels like it, 
several times a year at his beautiful 
beach home on Lido Isle in southern 
California and to other parts of the 
world as the spirit moves him. 

Harry has taken part of his earnings 
and built a modern medical office 
building in downtown Colorado 
Springs. From it he receives a sub- 
stantial investment income, in addi- 
tion to having his own office there. 


Took Caribbean Cruise 


Last year, following our Top Pro- 
duction Club meeting, Harry and his 
wife took a three weeks’ trip through 
the Caribbean and then visited their 
two sons. One is a doctor and one is 
a dentist, living in different parts of 
the world. 

Harry employs his own secretary, 
who has been with him for 15 years. 
Like all good leading producers, he se- 
lects his clients, his methods of work, 
his office hours. He indeed enjoys in- 
dependence and freedom of action, 
probably more than the chairman of 
the board or the president of his com- 
pany, and certainly a great deal more 
than the vice-president in charge of 
agency affairs. 

Contrast this with the manager’s 
job. The manager enjoys a certain 
freedom with the privilege of running 


‘his own agency in his own individual 


manner but in doing so he still has to 
serve two masters at all times. 

First, he is an employe of the com- 
pany. He must take orders, follow 
company rules and procedures, sup- 
port company policy at all times with- 
out exception, produce a satisfactory 
volume of business each year from 
the territory assigned to him. Usually, 
several times during his career he is 
transferred and has to move his fam- 
ily to a strange city. 


Has To Work For Agents 


But second, and even more impor- 
tant, he is also working for the agents 
in his office. His life is their life. His 
time is their time. The _ successful 
manager must give of himself unsel- 
fishly to his agents. 

2. Job security: A career in life un- 
derwriting gives the agent job secur- 
ity. I have to smile a bit when I hear 
someone say he would not give up the 
security of a steady salary for the in- 
security of a commissioned job. 
Nothing could be farther from the facts 
of life! The life insurance agent en- 
joys far greater security than the av- 
erage man on a salary. The other day 
Rudy Leitman, president of our Top 
Club last year, was in my office visit- 
ing and told me that he now has over 
3,000 clients whom he serves in the 
Greater Detroit area. 

Did you ever think of this: Rudy 
Leitman has 3,000 employers. If one 
of these many hundreds no longer de- 
sires his services, Rudy merely goes 
out and secures another client. Should 
a personality clash develop, which is 
sometimes inevitable, he moves on to 
a replacement. This is real security! 

The successful life underwriter with 
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500 or 1,000 bosses enjoys more secur. 
ity than anyone I know of. 

Agent security is further strength. 
ened by the fact that neither his mar. 
ket nor his territory are limited. The 
life insurance agent’s market exists 
only because of and by his own crea. 
tive efforts. It cannot be assigned or 
divided at the whim of any sales man. 
ager. The knowledge, skills, personal. 
ity and work habits of the agent tie 
his market to him. 

The agent has a contract and com- 
mission percentages cannot be cut, 
There are no strikes, layoffs or short. 
ages to plague him. His territory can- 
not be reduced. 


No Forced Retirement at 65 


In addition, there is no forced re. 
tirement at age 65. There are mem- 
bers of our production clubs who are 
in their late 60s and early 70s earning 
more than ever before and still en- 
joying the satisfaction of doing a good 
day’s work. As long as an agent can 
walk and talk—and get out his foun- 
tain pen—he has a job. And that’s 
job security! 

Well, what about the manager? His 
job is like that of any other salaried | 
employe in industry. He has a boss, 
in fact several of them, and it is his | 
job to get along with them. He has a 
fair measure of job security but noth- 
ing approaching the independent life 
underwriter’s. | 

3. Prestige: While some managers 
are looked upon with great respect, 
the title alone cannot guarantee re- 
spect. Prestige goes to the underwriter } 
or manager not because of his job | 





and title but because of the success of 
each in his own work. 

Prestige must be earned. The agent’s 
prestige with his clients ultimately re- 
sults from his ability to give them 
competent service in connection with 
their life insurance. A manager’s pres- 
tige with his agents comes from his 
ability to help them to become suc- 
cessful. When a manager is _ trans- 
ferred he leaves his community pres- 
tige behind. He can’t take it with him. 
He must begin the entire process all 
over again. 

Many life underwriters do enjoy 
tremendous prestige in their commun- 
ities. For example, I know of no one 
who enjoys more prestige than does 
our Million Dollar Round Table mem- 
ber Ken Fitch of Wichita. During the 
summer of 1956, 11 leading Wichita 
business owners and professional men 
made a good-will tour of several Eu- 
ropean countries by air. The highlight 
of the tour was a visit to Russia, in- 
cluding several days in Moscow and 
Leningrad. 


Average Worth: $1 Million 


The morning this group left New 
York, a story in the New York Times 
announced the average wealth per 
member was over a million dollars. 
Ken Fitch was a member of. this 
group. While he may have lowered 
the dollar average, his presence was 
testimony to his standing with these 
top community leaders, most of whom 
are his policyholders. This is pres- 
tige! A great many life underwriters 
have such prestige in their commun- 
ities. 

4. The satisfaction of helping others: 
When you are a life underwriter you 
enjoy the satisfaction of helping oth- | 
ers. What you sell performs a useful 
and lasting service, a service to man- 
kind. 

The other day I saw a Boy Scout | 
campaign letter and I was impressed | 


A A A” 


with the final paragraph, which read, 
“One hundred years from now it 
not matter what sort of home you 
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lived in, what kind of car you drove, 
or what the size of your bank account 
was, but the world could be a differ- 
ent place in which to live because you 
were important in the life of a boy.” 

So it is with the life underwriter. 
Homes will be held together; children 
will have the benefit of their mother’s 
time; college diplomas will hang on 
the walls of successful scientists, doc- 
tors, dentists, lawyers; old men and 
women will become elderly ladies and 
gentlemen because he was important 
in helping people make the right de- 
cisions and in providing them with 
the benefits available only through 
the services of life insurance. 

Both the life underwriter and the 
manager have the great satisfaction 
of helping others. With the life under- 
writer it is direct; he can see with his 
own eyes the value of his work; he 
delivers the checks. Most of the man- 
ager’s satisfaction must come to him 
second-hand. He helps others to help 
others but rarely does he have the 
satisfaction of creating estates and 
then seeing for himself the benefits 
of life insurance in action. 

5. Fun in his work: Yes, sir, selling 
life insurance is fun. A lot of hard- 
poiled old time agents might not ad- 
mit it publicly, but get them off in a 
corner and they’ll tell you it’s true. A 
successful life insurance salesman gets 
more pleasure from his daily work 
than most people get from their leisure 
hours. 

Never A Dull Moment 


There’s never a dull moment be- 
cause he is constantly meeting new 
and interesting people and new and 
interesting situations. His days are 
packed full of just as much action 
and excitement as he wants. No life 
underwriter will ever forget the thrill 
of the first big case he closed single- 
handed and every time he closes a 
difficult sale he experiences some of 
that pleasure all over again. 

And then there’s the thrill of being 
a leader, of being out front, of being 
the top man of his agency, of being 
top among all the underwriters in his 
city, of belonging to the top produc- 
tion club or the Million Dollar Round 
Table. There’s a lot of recognition and 
justifiable ego satisfaction in this kind 
of achievement. There are the plaudits 
of his manager and of his fellow 
agents when he does an outstanding 
job and his name is posted in the 
bulletin or on the scoreboard. 

The manager gets this same satis- 
faction from seeing his office at the 
top of the list and from seeing his 
agent qualify for the top production 
club or as a millionaire. But once 
again, the manager must get his 
sense of accomplishment vicariously, 
through his agents, by watching them 
succeed. Newer managers tell me they 
miss the thrill of matching wits with 
the prospect and getting the name 
on the application. 


No Limit On Earnings 

6. Earnings: When you are a life 
underwriter, you write your own pay- 
check. Since the payoff is always on 
the results, there is no limit to what 
you can earn. Today more and more 
people are salaried employes of larger 
and larger corporations. By necessity 
these companies have adopted a job 
classification system and well defined, 
rigid salary limits for nearly every 
job. Age and seniority unfortunately 


“too often count for more than ability 


and results. 

This is not true in life insurance 
Selling. The payoff is entirely on re- 
sults. In life insurance selling you de- 
termine your own pay-check. You are 
not “chained” to a small salary which 
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Great-West Life Opens 


First Arizona Agency 


Great West Life has opened its first 
agency in Phoenix at 3500 North Cen- 








E. A. Palk 
tral avenue, which also marks the 
company’s entry in the state. 

E. A. Palk, director of agencies, was 
on hand for the opening of the new 
office. Harold R. Gaisford, formerly 
chief agency officer of a Dallas life 
company, has been named manager of 
the new branch. 

Mr. Palk said the company, which 
now has 66 branch offices in major 
centers of the U. S. and Canada, re- 
ported record new sales of $331 million 
for the first half of 1958. Assets are 
estimated at $657 million. 

“The Phoenix opening is part of a 
planned program of expansion in the 
U. S.,” Mr. Palk added. 


H. R. Gaisford 





you cannot increase even though it 
may not be quite large enough to go 
around. Youth and lack of seniority 
are no handicaps. Among New York 
Life’s 417 Million Dollar Round Table 
members for 1958, there are many 
with only one or two years of expe- 
rience and some in their early 20s. 

Today the compensation of the man- 
ager is of the incentive type and large- 
ly dependent on the success of the 
agents in his office. Some agents have 
the mistaken idea that management 
offers a greater opportunity for earn- 
ings than life underwriting. Again, 
nothing could be farther from the 
facts. Last year at least 27 Nylic 
agents earned more in New York Life 
than our top agency manager. This 
year, and practically every year, the 
leading money earner among our 
agents earned more money than the 
chairman of the board or the president 
of the company. 


Topped The Top Managers 

The average of Nylic’s top 100 
agents was greater than the income 
of the top 100 managers. And in al- 
most every office in the country there 
is at least one agent who earned more 
money than his manager—and in 
many offices there are a number. 

In summary, the life underwriter 
has a job that provides him with in- 
dependence and freedom, job security, 
adequate compensation, a deep sense 
of accomplishment and joy in his daily 
work. Today he enjoys more prestige 
than ever before and now is taking 
his honored place among the other 
professions. 

Here are my conclusions on the sub- 
ject: The life insurance agent’s job is 
a job of unusual dimensions. It should 
be thought of and described more as a 
professional career rather than just 
another salaried sales job. 

What a sales story we can tell—and 
document from literally thousands of 
case histories from our own agency 
and company files—of the opportun- 
ities and job satisfactions in a lifetime 
career as a life underwriter! This is 
a story so. good, it carries such strong 
appeals by itself, that we don’t have to 
throw in any added inducements, such 
as promises of management jobs in the 


future, to make our sale. 

We have a few agencies in our 
company in which we suspect almost 
all new agents are recruited with some 
kind of promise of management. In 
these agencies turnover is high and 
morale is low. We conclude that no 
one can build an organization on 
broken promises and unfulfilled com- 
mitments. It is respect and good faith 
that bind men to a leader and hold an 
organization together. 

Our colleges and universities, the 
life insurance trust councils, the Mil- 
lion Dollar Round Table, the CLU 
movement—all are building up in the 
minds of the insuring public the 
professional status and prestige of the 
agent. Our biggest job is to build 
prestige and status for the salesman 
of life insurance. From the moment 
we first talk to the prospective agent, 
let’s sell him the lifetime career con- 
cept of life underwriting—nothing 
else. Let’s not sell selling short! 


Bankers Mutual Life of Freeport, 
Ill., is now licensed in Minnesota. The 
company, in addition to Illinois, is 
also licensed in Michigan and Missouri. 


Stock Split Voted 
By Life Of Virginia 


Stockholders of Life of Virginia have 
approved a board of director’s recom- 
mendation which provides for an in- 
crease in company stock from 624,000 
to 1,248,000 shares, and a decrease in 
par value from $20 to $10 per share. 

Earlier this year, the company had 
announced its intentions to declare 
small annual stock dividends when 
justified. In commenting on. this, 
Charles A. Taylor, president, said that 
the two-for-one stock split in no way 
alters this policy, nor is it intended to 
intimate that the outlay for cash divi- 
dends will be increased beyond what 
is inherent in the stock dividend pol- 
icy. Mr. Taylor said that the stock 
split is aimed at broadening and sta- 
bilizing markets for the company’s 
stock. 


Karduna Associates, Inc., agency of 
Postal Life at Brooklyn, celebrated its 
sixth year of operations with a cocktail 
party and dinner at the Hotel St. 
George, which was attended by Postal 
Life officers. 





booming too! 


agencies and agents: 


service. 


our policyholders. 


5. AGENCY-MINDED HOME OFFICE SUPPORT 


closing sales easier. 





ACT NOWI For more details about these and other 
advantages offered by The Guarantee, write directly to: 


J. D. ANDERSON 
Agency Vice President 
8721 Indian Hills Drive 
Omaha 14, Nebraska 


Ralph E. Kiplinger, President (I YUU 


Here’s what 
The Guarantee’s famous 5 Stars mean to 


agency 
builders! 


The Guarantee is growing nearly twice as fast as the average of all 
companies in this field. 1957 sales gained 200% faster than the national 
average rate of increase. The Guarantee had 50% more million-dollar-plus 
agencies in 1957 than in 1956—an increase of ten! Of course, insurance 
business is good... but it’s better with The Guarantee! 1958 sales are 


Here is our guide to lifetime security and greater earnings for 


1. COMPLETE LINE OF COMPETITIVE INSURANCE TO SELL — 
Life, Sickness, Accident and Hospitalization. 


2. TWO PERSONALLY TAILORED FINANCING PLANS 
to help recruit and start aggressive agents. 


3. NEW CONTRACT — LIBERAL FIRST-YEAR COMMISSIONS 
plus vested renewals and added awards for production, persistency, and length of 


4. EXCELLENT PENSION PROGRAM FOR GUARANTEE AGENTS 
to help agents plan for and enjoy later years with the same security they are selling to 


including outstanding field training programs and attractive sales packages that make 


VUUULUULUULUULLULUULUULULU LULU ee 


= 


~ 


Guarantee 


MUTUAL LIFE COMPANY 


OMAHA 14, NEBRASKA 


UU 





Ss 
4 
Ss 
Ss 
= 
Ss 
Ss 
S 
= 
—_ 
= 
4 
— 
= 
is 
i= 
Ss 
= 
— 


S 








30 


More Names On List Of 600 New CLUs 


(CONTINUED FROM PAGE 6) 


Mogan, J. E., NYL, Denver; Montanaro, Mario, Western Life, Portland, Ore.; Pape, W. L,, 
Met. Chi- NWM, Cedar Rapids, Ia.; Parker, A. C., Pilot, 


Merle, H. A., NYL, Trenton; Mesnard, Dean, 
Met, Decatur, III. 

Meyer, R. B., ELAS, St. Joseph, Mo.; Mey- 
erson, Richard, ELAS, Kalamazoo, Mich.; Mil- 
ler, G. E., NLV, Bloomington, IIl.; Miller, S. 
M., NYL, N. Y. City; Miller, V. F., ELAS, 
Dailas; Miller, W. C., Jr., Eq- Ia., Pittsburgh 
Mills, G. M., Bankers National, Highland 
Park, N. J.; Mitchell, C. B., Lamar Life, 
Jackson, Miss.; Mitchell, Elizabeth., NEL, Bos- 
ton; Mitchell, P.‘H., JH, Stamford, Conn.; 
Mittelman, J. E., San Francisco State College, 
San Francisco; Mitten, L. G., Indianapolis Life, 
Bourbonnais, Ill.; Mixson H. W., ELAS, Cedar 
Rapids, Ia.; Mizell, H. E., Pru, Midland, Tex.; 


Mumford, H. S., 
Murphy, J. G., NYL, Washington, D. C. 

Muzzall, D. C., Union Mut., Grand Rapids, B. L. Pilot, High Point, N. C., Patr.ck, R. M., 
Sikeston, Mo.; Mass. Mut. Omaha; Patterson, A. S., NEL, 
Niedenberg, N. Y. City; Patterson, F. A., NEL, Biddeford, 
Louis, CM, N. Y. City; *Nelson, Homer, Great Me.; Patton, O. W., Met, Nashville; Pearce, 
Am. Reserve, Dallas; Nelson, J. J., Met, Ber- J. M., Jr., Met, N. Y. City; Pedersen, Tage, 
ELAS, Charlotte, ELAS, Phoenix; Percy, G. E., Met, Milwau- 
ELAS, Stamford, kee; Pergament, Milton, NWM, Atlanta; *Per- 
Conn.; O’Dowd, G. A., Manhattan Life, Min- kins, W. F., ELAS, Boston; Peters, E. E., 
neapolis; Ogden, H. W., NWM, Ogden; Olen- Gulf Life, Jacksonville, Fla.; Peterson, J. 


Neary, E. M., CM, Philadelphia; 


N. C.; Norcross, 


HieNATIONAL UNDERWRITER 


der, J. S., Met, Amsterdam, N. Y.; Olson, J. 
D., Prov. Mut., Van Nuys, Cal.; O’Malley, H. 
D., Guardian, St. Paul; Onoye C. *.,  ee.-C1i., 
Los Angeles; O’Reilly, E. T., JH, Chicago; 
Osborn, D. R., CM, Hartford; Packouz, R. V., 


Garden Fayetteville, N. C.; Parker, C. R., Union 


City, N. Y.; Moyer, R. W., Pru, Reading, Pa.; Central, LaPorte, Ind.; *Parks, J. L., Home 
Sarasota, Fla.; Mutual, Baltimore. 


Parmele, R. B., Penn, N. Y. City; Parrish, 
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“ AGENCY BUILDING 
OPPORTUNITIES IN: 


* Alabama, Arizona, California, 
Delaware, Florida, Georgia, 
Illinois, Indiana, lowa, Kansas, 
Kentucky, Maryland, Michigan, 
New Jersey, North Carolina, 
Ohio, Pennsylvania, Texas, 
Virginia, Washington, D. C., 
and West Virginia. 

















The COLUMBUS MUTUAL Life Insurance Company 


Frederick E. Jones, President 
Fred C. Adams, Supt. of Agents 
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Top Commissions on 10 Leading Policy Contracts -- Vested 
Renewals -- Higher Life-Time Service Fees -- Non-Contrib- 
utory Pension Plan! 


Simple, Successful, VISUAL Sales Packages on ALL Lead- 
ing Policy Contracts -- for Easier, Faster Selling! 


Practical Easy-to-Use Training Packages geared for Fast, 
Early Production and Sound, Continuous Career Development 
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Miami; Smith, M. M., MNY, Escondido, Cal.; | 


B., Met, Portsmouth, N. H.; Stark, W. B, 
Jr., Home Life of N. Y., Syracuse; Stephens, 
D. A., Pru, Albuquerque, N. M.; Stetler, Caro- 
lyn F., ELAS, N. Y. City; Stevens, L. P., JB 
Levittown, N. Y.; Stever, L. D., NLV, Quaker 
town, Pa.; Stewart, H. C., NYL, Eugene, Ore; 
for a Stohler, R. E., Life of N. A., Sausalito, Cal; 
Stone, G. G., NWM, Greensboro, N. C.; Stout, 


Building Program P., Prov. Mut., Houston; Subotky, D. R, | 
; ere } 
} 
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W., Southern Methodist University institute 
of Insurance Marketing, Dallas; Petroff, 
P., NYL, San Francisco; Petruska, P. F., Jy 
Wilkes-Barre, Pa.; Petty, W. C., Jr., Home 
Life of N. Y., Huntington, W. Va.; Pfaff, w 
C., ELAS, Chicago; Pickering, J. F., . 
Palo Alto, Cal.; Pickford T. I., NWM, mj. 
waukee; Pickover, Gerald, NYL, N. yY, City: 
Piper, R. B., Pru, Elgin, Ill. : 

Pittenger, P. J., Met, N. Y. City; Planner 
Morris, Met, Brooklyn; Platt, C. K., Pru, Syr. 
acuse; Poirier, W. H., JH, Lowell, Mass, 
Pope, R. M., MNY, Tampa; Porster, M. R’ 
JH, Philadelphia; Povey, J. H., Penn, Phila. 
delphia; Pratt, R. A., Sun-Can., Honoluhy: 
Prescott, McM., ELAS, Silver Spring, Mq: 
*Presnell, D. F., ELAS, N. Y. City; Presneyj’ 
Laurie, Phila. Life, Bristol; *Procter, C, R' 
NWM, Milwaukee; Putnam, J. A., American 
H.&L., Memphis; Radford, G. B., Jr., Gui 
Life, Jacksonville, Fla.; Rafkind, William 
Home Life of N. Y., Miami; Rapaport, Max. 
well, ELAS, Bangor, Me.; Rapp, R. W., Minn 
Mut., Denver; Ray, W. W., Mass. Mut., Rich. 
mond; Raynes, S. P., Am. Nat., San Fran. 
cisco; Redman, R. C., Aetna, Los Angeles. 
Reed, Elizabeth, K., ELAS, Minneapolis; Reed 
R. L., Bankers of Ia., Des Moines; Reinert, 
C. J., Eq.-Ia., Cincinnati; Reiste, I. J., ELAS 











Great Falls, Mont.; Richardson, G. J., Pry 
Trenton, Mich.; Riepe, J. F., CM, Davenport 
Ia.; Riis, H. F., Penn, N. Y. City; Riley, J 
J., State Farm, Meadville, Pa. 

Riley, L’Artigue, Volunteer State, Colum. 
bia, S. C.; Ritz, O. H., Prov. Mut., Gary, 
Ind.; Robbins, Samuel, JH, Yonkers; Robin. 
son, M. O., ELAS, Worcester, Mass.; Rob, 
E. H., NYL, St. Paul; Roemelmeyer, W. R. 
Gen. Am. Life, Miami; Roetman, R. D., Bank. 
ers-Ia., Minneapolis; *Roper, T. G., Pry, 
Houston; Rosen, D. I., Mass. Mut., Macon, 
Ga.; Rosenberg, Abe, Berkshire, Monticello, 
N. Y.; Rosenberg, L. J., NYL, Sharon, Pa; 
Rosenblum, R. A., Guardian, N. Y. City; Ross, 
H. H., Jr., Met, Rome, Ga.; Rothenberg, D. B, 
Contl., New Hyde Park, N. Y.; Rourke, D. J, 
Jr., Met, West Roxbury, Mass.; Rouse, H. F,, 
ELAS, Farmville, N. C.; Rowen, Stanley, MNY, 
Beverly Hills, Cal.; *Rush, Gene, State Farm, | 
Bloomington, Ill.; *Rush, R. J., NYL, N. Y, 
City; Russel, S. L., Pac. Mut., Los Angeles; 
Russell, J. W., NYL, Clovis, N. M. 

Russo, J. A., MB, Alton, Ill.; Samela, J. A, 
Met, Chicago; Sampson, Jack, Pru, Brooklyn; 
Samuels, W. D., Denver; Sanders, D. 
L., Kindler, Laucci & Day, Los Angeles; San- 
dow, D. C., Jr., Pru, Newark; Sanes, William, 
Pru, Miami; Sarter, V. E., ELAS, Hempstead, 
N. Y.; Saunders, E. L., Pru, White Plains, 
N. ¥., Savarie, Louis, Met, N. Y. City: | 

i 


SS _ 





Sawyer, K. W., NYL, Wichita Falls, Tex.; 
Scanlon, G. F., JH, Framingham, Mass,; 
Schaefer, R. H., JH, Stamford, Conn.; Schem- 
ber, S. W., Aetna, San Jose, Cal.; Schick, R. 
J., NYL, Fort Wayne; Schiff, I. A., Contl, 
New Haven; Schoenfeld, H. F., Travelers, 
Baltimore; Schoenfelder, G. P., ELAS, Min- 
neapolis; Scholtz, C. J., CM, Louisville; 
Schooler, Fred, NYL, Batesville, Ark.; Schuel- 
ler, L. S., Pru, Sioux City, Ia.; Schwartz, E. ; 
A., CG, Compton, Cal. | 

Scott, A. D., NYL, Denver, Colo.; Scotti, ' 
M. J., JH, Brooklyn; Self, J. W., Aetna, 
Portland, Ore.; Shabshelowitz, Harold, ELAS, | 
Fall River, Mass.; Shanks, T. L., Met, Fort 
Worth; Shannon, B., Aetna, Los Angeles; ; 
Shaver, B. H., Pru, Boston; Shaw, S. A., JH, 
Portland, Ore.; Shawan, J. A., Ohio State, 
Columbus, O.; Sheils, A. T., NLV, Columbus, | 
Ga.; Sheppard, E. A., Met, Fresno, Cal.; | 
Sherbahn, R. R., CG, Lancaster, Pa.; Shiel?s, | 
E. F., Occ.-Cal., Phoenix; Shiel-s. 4 
Shields & Whitesides, Long Beach, Cal.; Shine, | 
J. P., NYL, Manchester, N. H.; Short, G. G., 
Franklin Life, Wichita, Kan.; Showalter, M. 
R., Pru, Baltimore; Shumaker, T. A., MNY, 
San Diego; Siddall, H. I., NYL, Orlando; Sil- | 
ver, H. W., JH, Pittsburgh; Simpson, G. E, 
NEL, Los Angeles. 

Singbush, Ralph, Jr., Bayside, N. Y., Slot- 
nick, Eli, NYL, Bronx, N. Y.; Smelser, C. H, 
Life & Casualty, Nashville; Smila, J. J., Am. 
United, Wheeling, W. Va.; Smith, A. G., NYL, 
Birmingham; Smith, Alvin, Great South, 
Brenham, Tex.; Smith, B. D., Teachers L&A., 
N. Y. City; Smith, C. S., NWM, Lincoln, Neb; | 


‘ 


Smith, Dorothy L., CM, Chicago; Smith, J. F, 
NYL, N. Y. City; Smith, J. L., Life of Ga, 


Smith, R. D., NEL, N. Y. City; Smith, R. W. 


Met, Buffalo, N. Y.; Smith, T. S., Met, Read- 
ing, Pa.; Smith, W. A., Trav., Grand Rapids; | 
Smith, Z. E., Jr., NEL, Chicago; Soper, E. H., 
Jr., Eq.-Ia., Sioux City, Ia.; Sorensen, R. 0., 
Union Nat., Bancroft, Neb.; Sour, Ben, Aetna, 
Shreveport, La.; Spahn, G. L., Met, Oklahoma 
City. 


Spellissy, G. T., NYL, Boston; Starbuck, L. 


ee 


H A. N., Mass. Mut., Syracuse; Stratton, S. W, 
Dynamic Agency Occ.-Cal., Whittier, Cal.; Streeter. C. > 
Mass. Mut., Grand Rapids; Stringfellow, 
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ACTUARIAL COMPUTING 
SERVICE, INC. 


N. E., Atlanta 8, Georgio 
P.O. Box 6192, Tel 
TRinity 5-6727. 
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dian, Jersey City, N. J.; Sugg, E. M., JH, 
— Pa.; Sullivan, F. E., Am. United, South 
Bend; Sutton, E. S., II, Pru, Austin, Tex.; 


ney, F. H., Pru, San Bernardino, Cal.; 
Swift, R. G., Penn, Orlando; Talbot, C. J., 

NEL, Newark. 
Talsma, K. M. Aetna, Grand Rapids; Tam- 
A. M., Met, Chicago; Taylor, R. K., 


Te NEL, Durham, 'N. C.; Taylor, R.'S., NEL, 


inneapolis; Teigland, John, Jr., NYL, Cam- 
oe o.: Telich, J. R., Sun-Can., Cleveland; 
Tenney, C. I., Penn, Philadelphia; Tepper, 
L. A., Mass. Mut., Newark; Termotto, A. P., 
Home-N. Y., Rochester, N. Y.; Thayer, G. S, 
MNY, Springvale, Me.; Theobald, H. E., 
Northwestern University, Evanston, Ill.; *Thiel, 
Luise B., State Farm, Normal, Il.; Thompson, 
K. W., MBL, Los Angeles; Tice, E. J., ELAS, 
Roanoke; Tingeley, J. E., Met, Douglaston, 
N. Y.; Title, S. H., NLV, Hartford; Todorovich, 
B. J., Prov. Mut., N. Y. City; Tolbert, C. G., 
MNY, Columbia, S. C.; Tomlinson, J. O., NLV, 
Birmingham; Towler, R. S., NEL, Raleigh, 
N. C.; Tracy, V. S., Pru, Buffalo. 

Trone, D. B., Pru, Harrisburg; Trout, P. H., 
Bowery Savings Bank life insurance dept., N. 
Y. City; Trubac, C. M., State Farm, Washing- 
ton, D. C.; *Tryner, Norma E., ELAS, Seattle; 
Tudor, J. F., Pac. Mut., Los Angeles; Vec- 
chiolla, Leonard, JH, West Hempstead, N. Y.; 
Verardi, J. R., Jr., Sun-Can., Pittsburgh; 
Vonk, Jacob, Pru, St. Petersburg, Fla.; Wag- 
ner, Jules, Pru, West New York, N. J.; Wag- 
non, H. J., Pru, Wichita Falls, Tex.; Wald- 
schmidt, R. J.. N. Y¥. City; Walker, Dexter, 
NWM, Birmingham; *Walter, Lois, M., Pru, 
Minneapolis; Walters, Elliott, College Life, 
Indianapolis; Warner, E. R., Mass. Mut., Chi- 
cago; Warren, D. E., Trav., Portland, Me.; 
Warren, V. H., Pru, Austin, Tex.; Washburn, 
. D., Comm. & Indust. Life, Fort Worth; 
Waugh, W. M., Jr., Babb & Co., Pittsburgh; 
Weatherwax, L. R., Pru, Chicago; Webb, R.L. 
Jr., Aetna, Riverdale, Ga. 

Weidner, N. J., LNL, Pittsburgh; Weil, M. 
J., MNY, Chicago; Weil, S. L., ass. Mut., 
Columbus, Ga.; Weinlich, R. F., Met, Bay- 
side, N. Y.; Wellins, H. G., Pru, New Haven; 
Werner, John, Pru, Chicago; Whitehurst, J. 
M., Southwestern, Dallas; Whiteside, E. G., 
NEL, Richmond; Whittaker, S. J., Manhattan, 
San Diego; Wickham, W. L., ELAS, Detroit; 
Wieland, D. M., Mass. Mut., Williamsport, 
Pa.; Wigginton, J. H., South Coast Life, 
Houston; Willard, D. S., Teachers I1.&A., N. Y. 
City; Williams, C. P., Wash. Nat., Richmond; 
Williams, F. E., ELAS, Greeley, Colo.; Willis, 
H. G., Home Beneficial, Richmond; Wilson, 
G. B., Trav., Peoria, Ill.; Wilson, J. R., NYL, 
Trenton; Winfree, C. V., Met.. Miami Shores, 
Fla.; Wood, R. H., NYL, San Francisco; Wood- 
bury, W. E., NYL, Ogden; Woods, W. T., 
Southland, Corpus Christi; Worrell, M. D., JH, 
Oklahoma City; Wyatt, D. A., JH, Ossining, 
N. Y.; Wymer, H. D., Mfrs., Riverside, Cal.; 
Yarin, J. D., ELAS, Chester, Pa.; Young, F. 
A., NLV, Milwaukee; *Zevnik, G. L., Guardi- 
an, N. Y. City; Zimdars, J. C., NEL, Madison, 
Wis.; Zimmerman, A. F., NLV, Clifton, N. J.; 
Zito, R. V., Mass. Mut., Cleveland. 

Butler, W. L., BMA, Kansas City; Holm, 
H.T., S&L, Dallas; Knight, R. K., Nw Natl., 
Dayton, O.; Ross, E. L., Life of No. Amer., 
Philadelphia; Sterling, D.S., Union Mut., For- 
est Hills, N. Y. 


These candidates will receive the diploma 
in agency management: 


Anderson, E. O., NYL, N. Y. City; Arm- 
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strong, C. E., NEL, Boston; Berlinsky, Ev- 
erett, JH, Cranston, R. I.; Bogard, A. S., 
Home Life of N. Y.; Fair Lawn, N. J.; Bow- 
hers, V. C., JH, Buffalo; Brady, T. T., NYL, 
Wichita; Carr, L. B., Pru, St. Louis; *Danner, 
J. S., JH, Boston; Darling, C. R., Jr., State 
Capital Life, Raleigh, N. C.; Dexter, C. J., 
NYL, N. Y. City; Dymond, H. J., ELAS, 
Cleveland; Gallagher, T. A., Pru, St. Louis; 
Gilbertson, H. D., NYL, Eau Claire, Wis.; 
Gorsline, D. A., ELAS, N. Y. City; Gurtis, J. 
J., NYL, N. Y. City; Hacking, G. E., Acacia, 
Arlington, Va. 

Hesse, E. D., NYL, N. Y. City; Lawler, G. 
S., JH, Boston, Lawton, P. H., NYL, N. Y. 
City; Letton, C. M., ELAS, Chicago; McSween, 
A. J., Pru, Newark; Meier, W. U., Jr., Pru, 
Chicago; Patton, R. H., Berkshire, Pittsfield, 
Mass.; Ryan, D. C., JH, Norwood, Mass.; 
Schacht, R. H., NEL, Toledo; Secrist, R. A., 
JH, Boston; Sokol, James, NYL, N. Y. City; 
Strimple, J. M., NEL, Philadelphia; Totton, 
R. M., NYL, N. Y. City; Wright, R. R., De- 
vitt-Wright agency, Denver; Yorio, F. J., JH, 
cone N. Y.; Zagol, W. F., Pru, Taunton, 

ass. 


Massachusetts Mutual Backs 
Air Travel For Its Agents 


A vote of confidence in air travel 
has been given by Massachusetts Mu- 
tual which announced that beginning 
in 1959, travel allowances for 800 
agents attending regional conferences 
in Belleair, Fla., Palm Springs, and 
White Sulphur Springs, would be 
based on first-class airline fares. 

Travel allowances of the 107-year 
old company have been based on oth- 
er methods of transportation since its 
first annual convention in 1885. 

The new arrangements will leave 
individual agents free to choose their 
own mode of transportation, but re- 
imbursement for traveling expenses 
will be made according to uniform 
rate schedules followed by the na- 
tion’s airlines. 


Rose Show At Colonial Life HO 

The home office building of Colo- 
nial Life will house the annual rose 
show sponsored by the North Jersey 
Rose Society, an affiliate of the Amer- 
ican Rose Society on Sept. 27. Over 
2,000 persons attended last year’s ex- 
hibit at the Colonial building. Rich- 
ard D. Nelson, executive vice-presi- 
dent, will represent the company in 
handling arrangements with the show 
committee. 





AN 


INDIANAPOLIS LIFE 
GENERAL AGENT 





HERE'S WHY: 





Indianapolis Life provides its agents and general agents with liberal commissions 
. - life-time service fees . . . hospitalization and major medical benefits . . . group 
life... and a non-contributory pension plan. A substantial training allowance is also 
provided, together with ALL the tools for building a successful, profitable agency— 
including: 1 Career compensation plan and production incentive agreement for new 
men. 2 Basic and programming schools. 3 Success-proven training courses. 4 Busi- 
ness and tax seminars. § Check-o-matic and premium deposit plans. 6 Special 


college senior plan. 


A complete line of competitive life, accident, sickness, hospitalization, major medical 


and family policies. 


Watter H. Huent, President 


Arnotp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE 


COMPANY 


Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., la., 


Ky., Mich., Minn., Mo., Neb., N. D., Ohio, S. D., Tex., Wis 





United Life & Accident 


Approves Additional Issue 

United Life & Accident, at a spe- 
cial stockholders’ meeting, voted to 
increase its outstanding capital stock 
from 20,000 shares to 22,000 shares 
with par value remaining at $20 per 
share, thus increasing the total par 
value of outstanding capital stock 
from $400,000 to $440,000. 

The additional 2,000 shares of capi- 
tal stock was offered to stockholders 
of record as of Aug. 29, 1958, in the 
proportion of one share of new stock 
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for each ten shares of stock outstand- 
ing and at a price of $375 per share. 
Stockholders who exercise their rights 
of stock purchase under the plan were 
given the opportunity to subscribe for 
the remaining shares represented by 
unsubscribed rights. 

New individual life insurance sales 
by Occidental Life of California dur- 
ing the first eight months of 1958 were 
up 18.2% over the same period last 
year. August sales totaled $98,036,654, 
representing an increase of 28.4% over 








ACTUARIES 


A 








CALIFORNIA 


August, 1957. 
MISSOURI : 





COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver los Angeles 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries — Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. 
sAckson 3-7771 





Atlanta 











GA.=-VA.-N.Y.-ME. 


BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 








ILLINOIS 


CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 








NEW YORK 





Wolfe, Corcoran and Linder 
Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 











PENNSYLVANIA 


Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 





Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 


Phila. 6, Penna 


Consulting Actuaries 


Accountants 











CHASE CONOVER & CO. 
Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 








Harry S. Tressel & Associates 
Consulting Actuaries 
Pension Consultants 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.C.A. Irma Kramer 
Alan K. Peterson, A.S.A. E. J. Pilsudski 
D. W. Sneed Wn. P. Kelly 
FRanklin 2-4020 





WASHINGTON & 
CALIFORNIA 





Milliman & Robertson, Inc. 


Consulting Actuaries 


400 Montgomery St. 
San Francisco 4, Calif. 


914 Second Ave. 
Seattle 4, Wash. 











NATIONWIDE 





DONALD F. CAMPBELL 
Consulting Actuary 


188 W. Randolph St. Chicago 1, Ill. 











IND. & NEB. 








Haight, Davis & Haight, Inc. 


Consulting Actuaries 


2801 North Meridian St. 
Indianapolis 8, Ind. 





5002 Dodge St. 
Omaha 32, Neb. 





pen | 2 Nyphact Company 


CONSULTING ACTUARIES 


INDIANAPOLIS 


LOUISVILLE * DALLAS + LOS ANGELES 

















Seat Saleen & ro 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N.Y. 














When the earth spouted “Black Gold...” 


Back in 1859, the first oil well spouted “black gold” over 
a startled group of men in Titusville, Pa. That same year 
The Equitable opened its doors for business in a one-room 
ofhce in New York City. Since then, both The Equitable 
and the oil industry have come a long way. 

In those days, oil was used primarily for illumination, 
and as a base for “snake oil,’’ a home medication for assorted 
ailments. It wasn’t until mechanization took hold in Ameri- 
can industry that petroleum and its by-products became 
essential to the nation’s economy. 

In many ways, protection against life’s emergencies a 
hundred years ago was as primitive and restricted as the 
uses to which crude oil was first put. And an agent's lot a 
century ago was frequently precarious and insecure. 

Today, The Man from Equitable enjoys a social and 


economic station his 19th-century counterpart would cer- 
tainly have envied. For his company plays a vigorous role 
in today’s economy; a continuing advertising and public 
relations campaign reminds his community of his worth 
as an individual. 

He also has a pension plan which has few equals in the 
industry. He has training courses and sales plans to help 
him become the indispensable man to his neighbors and 
friends. He is part of an institution in business “not for a 
day—but for all time,” as predicted by an Equitable under- 
writer nearly 100 years ago. 

For a rewarding career in the life insurance industry, the 
modern underwriter chooses the identification that works 
for him today, tomorrow and for the future . . . The Man 
from Equitable! 


o 
THE Equitable LIFE ASSURANCE SOCIETY OF THE U.S. 


393 Seventh Avenue, New York 1, N. Y. 
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